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Ashbrook 





cert LEFT: A reproduction of the Etching of 

: ; the new Home Office Building of The Ohio 

— , National Life Insurance Company.created by 
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YIE 
RIGHT: Paul Ashbrook, noted Cincmnati Con 
painter and etcher, is shown at work A 
in his studio producing the first print of the 
Ohio National Home Office Building Etch- 
ing which he executed 
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The New Ohio National Home Office Building! ca 
insut 
no F 
cepti 
HERE is no happiness in the world like that which is experienced The Ohio National lives not as a cold Corporation but as a group of aan 
in the acquiring of a home... a home to realize the ideals of life warmhearted individuals represented by Policyholders, Home Office J mak 
...a home dedicated to the promotion of happiness and contentment. and Field Staff. As we enter the new building we can appreciate the land, 
A quarter of a century has passed since the birth of an idea in the spirit of the immortal Scott, who said: tere 
minds of its founders gave life to The Ohio National Life Insurance mi : ~~ 
Company. Breathes there a man with soul so dead, t 
Who never to himself hath said, a 

Twenty-five years! 1934, the banner year of them all! Not merely This is my own, my Native land! ’ tion 
because it is the Silver Anniversary of the Company but also because Whose heart hath ne’er within him burn’d, rise 
the Company has passed through one of the world’s greatest depres- _ home his footsteps he hath turn’d, ik 
sions and is now stronger financially than ever before. Also, 1934 rom wandering on a foreign strand! coun 
marks the time in which The Ohio National will come into possession The Ohio National Home Office is not merely a building but the «) 
of and occupy its own home! center of that spirit which dominates the entire Ohio National Life It 
; ; ; ... from the Policyholder who can own only $1,000.00 of Life Insur- & sid, 
The architecture of The Ohio National Home Office expresses per- ance and the Salesman whose production is small, to the Policy- deal’ 
manency with distinction. The exterior is covered with Indiana lime- holder who numbers his protection in thousands and the Salesman age 
stone, an emblem, of solidity. The simple treatment of the windows who is in the millionaire class. The Ohio National Home Office is J ine 
represents enduring quality. The beauty and dignity of the structure of vital interest to all Ohio National Salesmen and Policyholders be- & lowe 
is completed by the tower arising from the southwest extremity. cause the increased facilities it affords enables the Company to give bavi 
: : : por 

The opportunity to immortalize our Ohio National Home was given still better service to both Galeamen and Policyholders. pany 
to Mr. Paul Ashbrook, internationally known artist and etcher. His There are excellent opportunities for those who are not now ass0- Fe : 
completed etching, a reproduction of which is illustrated above, is a ciated with The Ohio National to join in the Company’s celebration pt 
masterpiece. of its banner year by becoming associated with the Company. tive j 
Vestn 
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tiew Deal Liknite 
Investment Field 


A. A. Rydgren in Fine Analysis at 
Chicago Meet of Management 
Association. 


YIELD TREND DOWNWARD 


Continental American President Gives 
Advice on Securities—Group Dis- 
cusses Mortgage Questions 


Several important implications of the 
“new deal’ affecting life company in- 
vestments were outlined by President 
A. A. Rydgren of the Continental 
American Life at the western confer- 
ence in Chicago of the Life Office Man- 
agement Association this week. The 
eilire meeting was devoted to invest- 
ment topics, mainly mortgage loans. 

While the “new deal” has_ not 
changed fundamental character of life 
insurance, and there would seem to be 
no justification for changing the con- 
ception of what a life company’s broad 
investment policy should be, he said, if 
changes in the banking structure should 
make it as strong as in Canada or Eng- 
land, strain on life companies in fu- 
tere for cash surrender and loan values 
would be very much less. There would 
thus be less need for a high percentage 
of liquidity of assets and it would be 
wise to consider investing a larger por- 
tion of funds in mortgages and less in 
bonds, in order to increase yield. At 
this time, he said, no change in invest- 
ment policy is warranted on this ac- 
count. 


“New Deal” Restricts Investments 


It is highly probable, however, he 
said, that if the aspiration of the “new 
deal” is to give labor a larger percent- 
age of national income, then capital 
would get a smaller share, and so in- 
terest yield on investments would be 
lower, The “new deal,” he feels, while 
having no direct bearing, serves to limit 
opportunities for investment of life com- 
pany funds. Mr. Rydgren said it might 
be that the combined effect of the “new 
deal” together with fundamental eco- 
Nomic forces would bring a net effec- 
live interest rate, after deduction of in- 
‘estment expenses and losses, uncom- 


lortably near 314 percent, er even 
‘OWer, 


Might Need Rate Revision 


on said some time will be required to 
: ‘mine clearly what future net yield 
; iy investments will be, but if it 
ro become even an appreciable pos- 
. Ity that net yield would fall below 
ne cant, then the companies should 
a lately revise premium rates and 
: ves in new policies, basing them on 
, Ower interest assumption. Practic- 
pe all states, he said, have set 3 per- 
a = the lowest interest rate which 
y be used in calculating reserves. 
(CONTINUED ON PAGE 25) 
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Response of Commissioners to 
Federal Supervision Idea 





There has been much comment on 
part of insurance commissioners on the 
interview publishd in THE NATIONAL 
UNDERWRITER with President W. H. 
Cox of the Union Central Life in which 
he stated that he thought federal super- 
vision would be a big mistake. Presi- 
dent Cox took the position that the 
state commissioners had given a very 
good account of themselves, especially 
in the course that they followed last 
year on the life insurance moratorium. 
Some commissioners have written THE 
NATIONAL UNDERWRITER regarding Mr. 
Cox’s comment. The following will be 
of interest: 

* * 
From H. J. Mortensen 


H. J. Mortensen, Wisconsin, writes: 

“We are about to enter upon a new 
era which covers the entire gamut of 
life in governmental affairs, state rights 
curbed, and the trend is for centraliza- 
tion of all affairs at Washington. This 
tendency has been growing upon us for 
a number of years and it is most nat- 
ural that one of the biggest industries 
of the nation, that of insurance, should 
be drawn into this discussion. It re- 
mains for the proponents of federal su- 
pervision to convince the advocates of 
state supervision that there are ma- 
terial benefits to be derived from such 
a radical change. 

“If the general insuring public can be 
better protected and their rights more 
fully subserved by federal regulation, 
then it may be the proper thing to sub- 
mit to it, but until some assurance has 
been given that there will be a marked 
advantage by disturbing the present sit- 
uation there should be no disposition to 
make the change. Advancement in all 
lines of business necessitates the adop- 
tion of new methods and practices to 
keep abreast of the times and when it 
is demonstrated that material benefits 
may be derived from discarding the old 
and accepting improved methods and 
practices in the conduct of business that 
affects the people as a whole, we should 
have no hesitancy in doing so.” 

* & * 
Georgia Official Responds 


L. A. Irons, deputy insurance com- 
missioner of Georgia, observes: 

“It is not to be supposed that the 
states will surrender their authority to 
regulate the business of insurance with- 
in their respective borders, or any other 
business similarly affected with a public 
interest. Aside from the inherent rights 
maintained and retained by the several 
states in the formation of the Union, 
which are not lightly to be ignored, it 
must necessarily be recognized that up 
to this time the states have made a 
pretty good job of supervision, the 
minds of 48 administrations being far 
better qualified to supervise and reg- 
ulate the business of insurance, with its 
various ramifications, than is at all 
likely to be the case if the minds of only 
one administration were centered upon 
this work. 

“The only possible advantage in fed- 
eral control would be uniformity of 
laws throughout the country. There can 











be no question as to the desirability of 
uniform laws and regulations, but the 
National Convention of Insurance Com- 
missioners has made tremendous strides 
in this direction in the past years since 
its organization, and it is not too much 
to expect a continuance of efforts along 
this line, and a successful issue. At 
present, while there are many local laws 
which differ, the matters affected 
thereby are minor ones, and aside from 
temporary annoyance work no particu- 
lar hardship upon the companies’ op- 
erations generally. Of course, there is 
room for improvement, but this im- 
provement is coming from year to year, 
and will continue as long as there seems 
to be need for such improvement. The 
administrations of 48 states are con- 
sidering such needs continuously, and 
the matter may safely be left where 
it is.” 
* * x 
G. A. Brown of Arizona 


George A. Brown, director of insur- 
ance of Arizona, declares: 

“I want to go on record as being 
against federal supervision, believing the 
expense of setting up machinery in each 
state to carry on the work would” be 
greater than that of each state; then 
too, I do not think the states would be 
agreeable to having the revenue derived 
from taxes of admitted companies being 
diverted to the United States govern- 
ment rather than the general fund of 
their state. 

“However, I am not aware of any 
movement on the part of our govern- 
ment to taking over insurance com- 
panies and will cross that bridge when 
we come to it.” 

* * * 
Commissioner Averill 


A. H. Averill, Oregon commissioner, 
comments: 

“The position of insurance commis- 
sioner is one of trying responsibility, if 
the office functions as it should. It is 
seldom that he receives credit for the 
meritorious things his department ac- 
complishes, but criticisms are freely of- 
fered if the activities do not entirely 
coincide with those of selfish interests. 
It is, therefore, a pleasure to learn of 
words of praise offered the commission- 
ers as a body and as expressed by 
President Cox.” 

* = 2 
Ideas of E. A. Smith, Jr. 


E. A. Smith, Jr., of Utah, asserts: 

“There is no doubt in our mind but 
that insurance companies can more ably 
be supervised by state rather than fed- 
eral authorities. The very fact that 
sectional problems arise, the details of 
which are best known to local men, 
would alone bear out this statement. If 
concerted action is needed, history 
shows that the several state commis- 
sioners have united. 

oe 


“However there is one phase of the 
question that at the present time is 
worthy of consideration. That is the 
case of insurance companies which con- 

(CONTINUED ON PAGE 25) 
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New Annuity Tax 
Has Become Law 


Many Complications in Measure 
Passed by Congress, Signed 
by President 


MAY BE RULED INVALID 


Postpones Time When Levy Applies 
Against Full Income—Provi- 
sions Are Explained 


WASHINGTON, May 24.—Change 
in the federal income tax on annuities, 
which was vigorously opposed by the 
National Association of Life Under- 
writers as inequitable and wunconstitu- 
tional, has been signed by the Presi- 
dent and is now law. 

Because of complexity of wording of 
the provision relating to annuities, Sec- 
tion 22 (b) (2) of the new act, there 
has been some question as to just what 
part of the annuity income must be 
included as gross income and what is 
exempt. Under the old law the in- 
come from annuities did not have to be 
included as gross income until it ex- 
ceeded the consideration paid for it. 


Provision of New Act 


The new law requires an annuitant to 
include in his income tax return as 
gross income that part of his annuity 
return equivalent to 3 percent on his 
consideration, but exempts the excess 
over that figure until the accumulated 
excess equals the original consideration. 

Suppose a man aged 60 is receiving 
$86.72 per $1,000 on an annuity. Of 
that return he would have to include 
$30 as gross income, subject to tax, but 
the remaining $56.72 would be exempt 
until the annuitant had received suf- 
ficient payments so that the total of 
exempted amounts equalled $1,000, after 
which he would have to include the to- 
tal income as gross income. 


Excerpt from Statute 


The actual wording of the act is: 
“Amounts received (other than amounts 
paid by reason of the death of the in- 
sured and interest payments on such 
amounts and other than amounts re- 
ceived as annuities) under a life insur- 
ance or endowment contract, but if such 
amounts (when added to amounts re- 
ceived before the taxable year under 
such contract) exceed the aggregate 
premiums or consideration paid (whether 
or not paid during the taxable year) 
then the excess shall be included in 
gross income. 

“Amounts received as an annuity 
under an annuity or endowment con- 
tract shall be included in gross income; 
except that there shall be excluded from 
gross income the excess of the amount 
received in the taxable year over an 
amount equal to 3 percent of the aggre- 
gate premiums or consideration paid for 
such annuity (whether or not paid dur- 

(CONTINUED ON PAGE 26) 
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John M. Laird of Connecticut General 


Treats Insurability Issue 


NEW YORK, May 24.— When 
viewed in their true light, the legal de- 
cisions bearing on “insurability” and 
other phases of the reinstatement of 
lapsed policies are not unfavorable to 
the companies, said Vice-president J. 
M. Laird of the Connecticut General 
Life, at the annual meeting of the Ac- 
tuarial Society of America. 

In building law for the future, how- 
ever, Mr. Laid pointed out, it is most 
mportant that the companies select 
good cases and give the court a per- 
spective on the entire problem. 


Function of Reinstatement Clause 


“The reinstatement clause was not 
designed to help the man who is no 
longer eligible for insurance,” he said. 
“Then introduced about 50 years ago 
its value was enhanced by the fact that 
non-forfeiture options had not yet come 
into general use.” Speaking further he 
said: “In treating both terminations and 
requests for reinstatement, the com- 
pany, as trustee, should consider the 
rights of the individual who has de- 
faulted and also the great body of pol- 
icyholders who pay on time. When we 
refer to the “reinstatement” of a policy, 
we usually think of some affirmative act 
accompanied by an intent to reinstate. 
Strictly speaking, however, the company 
“reinstates” a policy every time it ac- 
cepts a late premium, as the contract 
has already automatically lapsed. 

Early Day Requirements 


“The reinstatement clause of the early 
days required evidence of “good health” 
satisfactory to the company. Fortun- 
ately, however, when _ reinstatement 
statutes were enacted, the legislatures 
did not use the expression “good 
health” but invariably chose the broader 
term, “insurability.” The statutes re- 
quire that the evidence be “satisfactory 
to the company” and most courts give 
a reasonable interpretation to this 
phrase. They refuse to review the com- 
pany’s decision unless the plaintiff al- 
leges and proves that the action was 
arbitrary or capricious or coupled with 
bad faith. 

“During the past 20 years two courts 
have commented on the meaning of “in- 
surability.” A careful review, however, 
shows that in the first case the decision 
was prompted by a policy provision that 
there were no restrictions on war serv- 





ice. In the other case the decision de- 
pended largely on whether the com- 
pany had the right to exclude suicide 
within one year after reinstatement. 


Determination of Insurability 


“In determining insurability, the un- 
derwriter considers not only good health 
but many other factors bearing on the 
probable length of life. Furthermore, 
the standards of insurability change 
from time to time; some factors are ever 
diminishing in importance and others 
are increasing. If a company refuses 
to reinstate and particularly if it offers 
to substitute a policy with more lim- 
ited coverage, it should safeguard its 


position by following a well-defined pro- 
cedure. ° 

“After a policy has been reinstated, 
two legal questions may arise. The 
courts have, in general, held that if the 
reinstatement was procured by fraud or 
misrepresentation, the company may 
contest for a period equal to the orig- 
inal contestable period or even through- 
out the duration of the policy. 

“On the other hand, if the policy has 
inserted in the application for reinstate- 
ment a restriction, for instance that sui- 
cide within one or two years is excluded 
from coverage, the courts have almost 





invariably held that this restriction is 
contrary to the terms of the original 





Central Control Needed 


To 
BY VERNE GORDON National 


Avoid Future Failures, 


Critic Urges 
Examination System, Closer Check 





The past year there have been a dozen 
life company failures, involving some 
two billions of insurance, and nearly 
1,000,000 individual policyholders. 

Whatever the excuses—size, fraud, lo- 
cal regulation, accident—there. is evi- 
dence in the very fact that there is 
some inherent weakness in the structure 
which cannot be healthy for others, for 
the great majority of companies which 
are sound, impregnable and depression- 
proof. It is evidence which should move 
the companies, the agents, the commis- 
sioners and the policyholders, with mu- 
tual interest and good-will to some 
change to prevent repetition. _ 

Why did these companies fail? Some 
by fraud. Others by investment or 
speculative miscarriage. None because 
of a rigid adherence to fundamental life 
insurance principles, guided by conserva- 
tive, far-looking management. There- 
fore, because most businesses cannot see 
all their members kept to this conserva- 
tive path without some compulsion, un- 
fortunately, it is essential that some defi- 
nite steps be taken to better control 
their activities in the future. Other- 
wise, as soon as the skies have cleared 
and the storm passed, there will be 
others ‘ready and eager to follow in 
the very footsteps of these which failed. 


This is not, by far, as difficult a prob- 
lem as that of agency welfare or mor- 
tality. For in this, the companies need 
only indicate a desire for some definite 
program and the insurance commision- 
ers will be all too eager to cooperate 
in effecting it. Especially right now, 
when most of the state officials are still 
thoroughly scared at the situation and 
ready to do anything which will pre- 
vent them from becoming involved in 
more, or any, failures. 


Ridiculous Situations 


To evolve such a program should be 
simple. It may or may not involve fed- 
eral direction. Very nearly a federal 
bank control has been found necessary 
because some states just will not con- 
trol. Somewhat the same is true of life 
insurance. And yet, even this could be 
avoided if some essential national pat- 
tern could be cut and all states, by 
company appeal, conform. A _ reversal 
of form might be interesting, with the 
stable companies demanding certain 
legislative standardizations, rather than 
legislatures demanding unending varie- 
ties of company conformity. 

It seems rather ridiculous, for in- 
stance, for certain practices to be legal 





(CONTINUED ON PAGE 11) 





policy and therefore is not effective. In 
general it is not necessary for the com- 
pany to attach to the policy a copy of 
the request for reinstatement. It js 
evident that when viewed in their true 
light, the legal decisions bearing on “in. 
surability” and other phases of reinstate. 
ment are not unfavorable to the com. 
panies. In building law for the future, 
however, it is most important that the 
companies select good cases and give 
the court a perspective on the entire 
problem.” 


Thompson in Presidential Chair 


J. S. Thompson, vice-president Mu- 
tual Benefit, is head of the Actuarial 
Society and presided. A new president 
and two new vice-presidents will be 
elected at this meeting. The retiring 
vice-presidents are J. G. Parker, actuary 
Imperial Life of Canada, and R. G, 
Murphy, vice-president Equitable Life 
of New York. 

New papers in addition to that of 
Mr. Laird were presented as follows: 

“Canadian Life Tables from Census 
Returns” by M. D. Grant, actuary, Sov- 
ereign Life of Winnipeg. 

Actuarial note—“Valuation of Imme- 
diate Annuities Involving a Refund at 
Death” by F. P. Sloat, Equitable Life 
of New York. 

Actuarial Note—“Further Notes on 
Changes in Policy Form” by J. E. Hos- 
kins, assistant actuary Travelers. 


Summary of Grant’s Paper 


Mr. Grant’s paper consists of an ac- 
count of the methods employed by him 
in deriving a series of population tables 
showing, for males and females, the 
mortality rates prevailing in Canada as 
a whole for two separate periods from 
1926 to 1932. Comparisons are drawn 
by the author between the Canadian ex- 
perience and the rates shown by sim- 
ilar tables for the United States and 
Great Britain. The main conclusion ar- 
rived at as a result of this investigation 
is that, except at infantile and extremely 
advanced ages, Canadian mortality 1s 
appreciably lower than in any of the 
other countries specified. 

The paper by Mr. Hoskins is a sup- 
plement to one on the same subject pre- 
sented to the society a few years ago. 
It deals with company practice in re- 
gard to methods of changes in form of 
policy. 








LIFE OFFICE MANAGEMENT SPEAKERS GIVEN 





A. A. RYDGREN 
Continental American Life 


F. L. ROWLAND 
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General American Life 
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Agency Selection 
Rule Is Ignored 


Kenagy Says Managers Can Pick 
Men With 80 Percent 
Accuracy 


MUST ‘ELIMINATE UNFIT 


Research Bureau Official Asks Chi- 
cago Managers If “Vicious Circle” 
Is Again to Be Started 


One of the most thoroughly estab- 
lished rules of agency building which 
the Sales Research Bureau of Hart- 
ford has known for a long time and has 
checked and rechecked by frequent field 
study, is that general agents and man- 
agers can select future successful 
agents on the basis of their first two 
or three months’ effort, with 80 percent 
accuracy. Yet, H. G. Kenagy, assis- 
tant manager of the bureau, told the 


general agents’ and managers’ division 
of the Chicago Association of Life 
Underwriters at the May meeting this 
week, agency heads don’t do much 
about it. 

Mr. Kenagy asked if life insurance 
men are getting anywhere in this mat- 
ter of agency building; whether they 
have learned anything which will help 
them in the years to come or are they 
going to start over in the vicious circle 
of letting out all the old agents who are 
failing to keep step, of bringing in a 
flock of new ones in wholesale lots 
and trusting to luck, as before, that a 
certain small percentage may turn out 
to be good agents. “Are the general 
agents and managers going to feel that 
all the agency training of the past was 
wasted time and money?” Mr. Kenagy 
asked. 


Few Agents Sell the Business 


“If we haven’t learned about agency 
building by now,” he said, “it would 
seem to be sensible for the home of- 
fices to abolish the agency system, to 
make all contracts direct. We do know 
that 25 percent of the agents do prac- 
tically all of the business. 

“Are we going to take the attitude 
that success in life insurance sales work 
ls accidental and there is not much 
that we can do about it, or is there 
something that we can do? 

“The Sales Research Bureau in the 
lat ten months has studied again the 
whole problem of selection and training 
ot agents. There is not much new that 
We can offer as a result of that study. 
We have found the interesting paradox 
today of a greater public confidence in 
and a greater liking for life insurance, 
ut at the same time a greater dislike 
of the people who sell it. 


Recommends More Deliberation 


“We believe that if the process of 
selection and training in agencies can 
¢ slowed up, the results may be im- 
Proved. At least we should improve 
the elimination of unfit agents. Un- 
ately a great many home offices 
a have the attitude of pushing for 
} ogee Our studies seem to indicate 
4 5 percent of the time spent in se- 
tting and training agents is wasted 
Cause we have tried to train persons 
Who should never have been in the 
pe. i! don’t believe we have done 
thon ‘Sn training in life insurance, al- 
a Owens has been a “= of educat- 
: Vv 
rea drill, € not given the agents a 
k Something should be done about the 
valent tendency of letting agents 
(CONTINUED ON PAGE 24) 


A. L. C. Committee to Select 
Successor to Judge Elliott 





HOLDS MEETING THIS WEEK 





Number of People Being Considered for 
Managership of the American 
Life Convention 





The committee of the American Life 
Convention appointed to select a suc- 
cessor to Byron K. Elliott, manager and 
general counsel, met this week in St. 
Louis. The entire executive committee 
will meet June 14 when the Medical 
Section meets at Hot Springs, Va., The 
committee appointed to select the suc- 
cessor to Judge Elliott consists of J. B. 
Reynolds, president Kansas City Life; 
F. V. Keesling, vice-president West 
Coast Life and president of the Amer- 
ican Life Convention; H. M. Woollen, 
president American Central; G. S. Nol- 
len, president Bankers Life of Iowa, and 
J. M. Laird, vice-president Connecticut 
General Life. 

Judge Elliott, according to official 
notice from the John Hancock Mutual, 
will take his new position there as gen- 
eral solicitor in the law department 
July 1. 


Names Mentioned for Manager 


Since it became known that Judge 
Elliott planned to leave the organiza- 
tion, some prominent life men have been 
considered for the post. It is under- 
stood that Claris Adams, executive 
vice-president of the American Life of 
Detroit, who is Judge Elliott’s prede- 
cessor, is being groomed and is a very 
likely candidate. Mr. Adams, like Judge 
Elliott, came from Indianapolis, both be- 
ing lawyers. Among others being men- 
tioned for the position are Col. C. B. 
Robbins, president Cedar Rapids Life; 
R. Leighton Foster of Toronto, insur- 








Toastmaster 








H. KINGSLEY 


w. 


Vice-president W. H. Kingsley of the 
Penn Mutual is serving as toastmaster 
at the banquet this week in the celebra- 
tion of Pennsylvania Insurance Days at 
Harrisburg, to which a number of in- 
surance organizations of all kinds are 
contributing. Mr. Kingsley acted in 
this capacity in the past. 








ance superintendent of Ontario, and 
Young E. Allison of Louisville, former 
president “Insurance Field.” 
Judge Elliott assumed his position 
with the American Life Convention in 
(CONTINUED ON PAGE 24) 








Independence Square 








HOME OFFICES UNDERSTAND 


Probably there has never been before so great a degree 
of intimacy and fraternity between Field and Home Office 
in our life insurance companies as exists today. 
one result of the depression that will not be deplored. With 
open ears our Agency Departments have listened to what 
Field men have had to say about the change in the attitude 
of the public toward life insurance, and in the consequent 
need of adjusting our sales talks and our policy offerings 
to accord with the changed demand. Along with this pro- 
duction counseling there has been a sympathetic realization 
of the difficulties under which life underwriters have been 
laboring, and this has brought about an attitude of increased 
helpfulness by all departments in a Home Office. 


Certainly now, more than ever before, is a time when 
Home Offices should have, for their Field representatives, 
understanding minds, and tongues, and pens. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


This is 


Philadelphia 




















Fraternals Shape 
Elaborate Ad Plan 


Sign Contract With Pettinger-La- 
Grange to Handle Four-Year 
Campaign 


SEEK PUBLIC GOOD WILL 


Distinctive Slogan and Insignia to Be 
Used in Magazines and Radio 
Drive for Four Years 


Fraternal insurance is going to the 
American public in a great advertising 
campaign with the catchy slogan, “In- 
surance with a Heart.” The _ institu- 
tional campaign is being sponsored by 
the Society for Advancement of Legal 
Reserve Fraternal Life Insurance, whose 
incorporators and board of directors are 
President John C. Snyder, Ben Hur 
Life Association; Vice-president N. J. 
Williams, Equitable Reserve Associa- 
tion; President F. W. Heckenkamp, 
Western Catholic Union; Richard E. 
Kropf, Royal Arcanum; John P. Stock, 
the Maccabees, and T. L. McCullough, 
Praetorians. 

These have had prepared a handsome 
brochure, showing the advertisements 
and entire campaign blocked out roughly 
in color, which is being submitted to 
sound fraternal legal reserve societies of 
the United States and Canada in an ef- 
fort to secure their support. The entire 
campaign was drafted by Pettinger-La 
Grange of Indianapolis, sales and adver- 
tising advisers, who were responsible 
for the highly successful campaign of 
American florists under the catchy line, 
“Say it with Flowers.” An expenditure 
of $200,000 annually for four years is 
contemplated. 

Details of Campaign 


The campaign will include: (1) Dom- 
inant, nation-wide advertising in nation- 
ally circulated publications which will 
most effectively reach the class of reader 
making up the fraternals’ best prospec- 
tive field. (2) Radio programs, using 
both daytime and evening broadcasts. 
completely blanketing the country. (3) 
Programs carried on through a public- 
ity bureau which will send material to 
magazines and newspapers. (4) Win- 
dow posters, using reprints of page ad- 
vertisements to be posted by field work- 
ers of subscribing fraternals. (5) The 
copyrighted slogan and an insignia, re- 
productions of the national advertise- 
ments for use in house organs and 
magazines published by subscribing fra- 
ternals, and in trade journals. The in- 
signia is the outline of a facade of a 
Doric temple, on which is imprinted a 
red heart containing the slogan. On the 
face of the temple are the words, “Legal 
Reserve Fraternal Insurance.” 


Plan $10,000 Essay Contest 


A $10,000 essay contést is planned on 
the subject “Why Legal Reserve Fra- 
ternal Life Insurance Is ‘Insurance with 
a Heart.’” Essays will be limited to 
300 words. The plan calls for. cash 
prizes and in addition for member so- 
cieties to offer policies paid up for one 
year, the unanimous approval of all sub- 
scribing societies being’ required for this 
feature. 

The identifying insignia of the red 
heart will be employed in a great many 
ways, on window posters, in contest 
booklets, sales manuals for field work- 
ers, window transfers, attractive lapel 
buttons, and will be available in electro- 
plates for societies’ publications; also 
plates of national advertisements. There 
will be contest plans for local lodges, 

(CONTINUED ON PAGE 24) 
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View Participating 
Annuity Proposals 


Growth in Business Revives Inter- 
est in Finding Practical 
Method 


SEVERAL PLANS ARE UP 


Actuarial Difficulties Involved in Pro- 
viding Safeguards and Giving Divi- 
dends When Experience Is Good 


NEW YORK, May 24.—The huge 
sums in annuity premiums received by 
life companies in the last few years 
have revived interest in a practicable 
form of participating annuity, despite 
the well known actuarial difficulties 
which have hitherto blocked any decided 
trend in this direction. Recently one 
such plan has been tried by a mid-west- 
ern company and another has been pro- 
posed by actuaries elsewhere. 

While annuities remained a small side- 
line, it was not of such vital importance 
to have rates pitched with microscopic 
exactitude. But what might have been 
a negligible loss on a small annuity 
business may become very considerable 
when annuity reserves begin to bulk 
large alongside the life reserves. 

An actuary determining rates for an- 
nuities under the present nonparticipat- 
ing system must accurately forecast the 
mortality of annuitants, the return on 
invested reserves, and probable losses 
on investments, for perhaps several gen- 
erations ahead, and allow enough mar- 
gin to avoid losses in case the data on 
which his computations are based prove 
to be an inaccurate guide. If this mar- 
gin is made too high, however, it makes 
the annuity a needlessly unattractive in- 
vestment to the prospective annuitant. 
If a satisfactory participating plan could 
be arranged it would give the annuitant 

(CONTINUED ON PAGE 12) 








April Gains 


in All States 





Ordinary life sales in April increased 
29 percent, bringing the total for the 
last 12 months 1 percent over that for 
the preceding 12 months, according to 
the Sales Research Bureau. This is the 
first time since October, 1930, that a 12- 
month gain has been recorded. Every 
state reported a gain in April, 13 hav- 
ing increases of over 50 percent. Wy- 
oming had a 143 percent increase, Ari- 
zona, 67; Florida, 64; Iowa, 63; South 
Carolina, 59; Wisconsin, 57; West Vir- 
ginia, 54; Oklahoma, 53; Ohio and Colo. 
rado, 52; Michigan and Nebraska, 51; 
and Indiana, 50. 

Among the large cities, Detroit led 
with a 45 percent increase in April with 
Cleveland second with 44 percent. Bos- 
ton gained 7 percent, Chicago, 26; Los 
Angeles, 21; New York, 21; Philadelphia, 
12; and St. Louis, 31 percent. 

Ordinary sales for the first four 
months gained 14 percent, according to 
the bureau, 85 percent of its reporting 
companies showing gains in April. 





COMPANY INCREASES 





Occidental Life, Cal— April ordinary 
sales gain 20 percent, including group, 
78 percent. Four-month ordinary gain, 
23 percent, including group, 37.5 percent. 

American National, Tex.—April ordi- 
nary gain 100 percent—best in three 
years; first quarter gain 62 percent. Ra- 
tio of paid to written business shows 
considerable improvement. 

Lineoln National Life.—All time one- 
day record set on President A. F. Hall’s 


birthday with over $2,500,000, number of 
applications also setting a new high 
record. 

Pyramid Life, Ark.—Five million paid 
production up to May 5, gain of 38 per- 
cent. J. L. Wallin, Little Rock agency, 
leads with $396,000. 





GOOD AGENCY GAINS 











Stratford L. Morton, St. Louis, Connec- 
ticut Mutual Life—Six weeks ending 
May 11 best since establishment of 
agency in 1848—total $1,200,000 on 201 
lives. 

L. A. Soper, Los Angeles, Phoenix Mu- 
tual Life——April paid increase 101 per- 
cent. 

Los Angeles agency, State Life of In- 
diana.—April gain 40 percent—led all 
company’s agencies. 

W. M. Hammond, Los Angeles, Aetna 
Life——Month drive in honor of President 
M. B. Brainard and Vice-president S. T. 
Whatley—674 life applications, 12.5 per- 
cent increase; group increase, 125 per- 
cent; general increase 14.1 percent. 

J. A. Hunter, Detroit, Phoenix Mutual 


Life-——Four month written increase, 93 
percent; paid, 47 percent. 
J. W. Smither, New Orleans, Union 


Central Life.——April best month in three 
years. 

Caleb W. Baldwin, Seattle, Connecticut 
Mutual Life.—Six weeks total $615,465, 
298 percent of quota. 

J. I. MeKnelly, New York Life, Spokane, 
Wash.—Gain of 100 percent in applica- 
tions in April. 

Howard Groves, Equitable of New 
York, Portland, Ore.—Four months’ gain 
of 13.2 percent on volume, 27.7 percent 
in premiums and 30.2 percent in cases. 











Canadian Annuity Sales Set 
New High Record for 1933 


OTTAWA, ONT., May 24.—Accord- 
ing to figures from the 1933 returns of 
the Dominion department, including 32 
federally registered companies writing 
annuity business, the total received for 
annuities in the Dominion was 160 per- 
cent higher than for the previous year. 
All but six companies recorded in- 
creases, combining to set a new high 
total of $7,800,000. In addition there is 
also the large amount reccived annually 





by the federal government annuity 
branch, which for 1933 was close to $6,- 
000,000. 

The Sun Life, London Life, Great 
West Life, Manufacturers, Prudential of 
England, Dominion, Imperial and 
Crown more than trebled their 1932 vol- 
ume. The Canada Life, the leading Ca- 
nadian company in this type of insur- 
ance, increased its volume from $1,000,- 
000 to $2,700,000. Nine Canadian com- 
panies writing annuity business outside 
of Canada reported a total received from 
this source of $21,169,226 as compared 
with $15,873,873 the year before. 











Penn Mutual Life Home Office 


Promotions 








E. PAUL HUTTINGER 


The Penn Mutual has announced 
three agency department promotions at 
the head office. E. Paul Huttinger, who 
has been manager of training since 
August, 1931, is made agency secretary. 

. J. Nenner, office manager and 
cashier of the A. E. Patterson general 
agency in Chicago, and D. Bobb Slat- 
tery, manager of the direct mail depart- 





WILLIAM J. NENNER 


ment since October, 1928, at the head 
office, have been made assistants to the 
agency vice-president. Mr. Huttinger is 
a lawyer and an author of legal text- 
books. He is a tax expert and has 
done much technical work along this 
line in the agency department of the 
Penn Mutual. Mr. Nenner has been 





the Patterson office in Chicago since 














D. BOBB SLATTERY 


1928 in charge of all details. He 


had been a member of the actuarial | 


department at the head office for 
14 previous years. Mr. Slattery in 
his early years was in the auditing de- 
partment, first at the home office and 
then in a traveling position. He is 


treasurer of the Life Advertisers Asso- 


Pension Pool Is 
New Possibility 


Withdrawal Privilege Raises Fears 
of Single Companies on Large 
Group Plans 


MIGHT UNIFY PRACTICES 


Separate Trust Funds Under Considera. 
tion by Large Corporations 
to Serve Purpose 


NEW YORK, May 24.—Creation of 
a pool by the principal group-writing 
companies to handle the huge amounts 
received in some of the larger group 
pension cases is a proposal which has 
been receiving considerable thought in 
view of the great increase in interest in 
this form of coverage. It has been sug- 
gested that the pool would operate in 
cases involving 2,000 lives and upwards, 

When a life company takes over 


large sums representing accrued liability 
the money dumped into its lap for im- 
mediate investment may easily run to 
upward of $1,000,000 in a single case, 
and one case amounted to about $9,000,- 
000. The withdrawal feature of pension 
plans may lay a company open to very 
large demands for cash. 


Brokers Shop for Offers 


The restrictions which life companies 
have had to set up to safeguard them- 
selves in the group pension field cut 
somewhat into the liberality of the con- 
tracts they can offer to the employer 
considering setting up a pension plan. 
Among brokerage houses which are 
now able to submit a group pension plan 
to various group companies and get the 
lowest bid there is some feeling that if 
a pool is created it will mean standard- 
ization of rates at a hivher level than 
now prevailing. 

The independent trust fund has al- 
ready appeared in the group pension 
picture, one of the largest examples be- 
ing the Standard Oil of New Jersey’s 
plan, under which the group life risk 
is underwritten by the Equitable Life 
of New York and the group pension by 
a trust fund. The International Har- 
vester has a very large pension trust 
fund of considerable age. 


Hybrid Type Visualized 


It has even been suggested that there 
may be room for a hybrid type of or- 
ganization, neither a life company nor a 
trust company, but one containing the 
features of each that are to the greatest 
advantage of the very large corpora- 
tion’s pension problem. 

Some of the present interest in pen- 
sions among employers is due to agi- 
tation for state and federal compulsory 
pension systems. Some is due to the 
disastrous failures of independent pen- 
sion systems which were not on sound 
basis from either an actuarial or invest- 
ment point of view. 

It is not believed that whatever pen- 
sion legislation is passed by the states 
or the nation will have much of a damp- 
ening effect on insurance and other pen- 
sion plans. Government pensions wou 
probably be little more than a pittance, 
leaving the basic need for adequate pri 
vate pension systems just about where tt 
is now. 


Sign Up for Institute 


Twenty percent of the home office 
employes of the Liberty National Life 
of Birmingham have signed for two oF 
more examinations in Life Ofice Man- 





ciation. 





agement Association institute courses. 





a) 
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If Aladdin Were Alive To-day— 


He would probably recognize in the stock ticker the 
modern adaptation of his Magic Lamp. 


The ticker is cruelly deceptive, as recent history 
proves, but it is none the less alluring. Men will continue 
to gamble at long odds in the hope of finding a short cut 
to wealth. The inherent craving for sudden riches is 
deep-seated and enduring. 


Why trust to luck or magic? Fortune is fickle and her 
favorites are few. 


The really fortunate man is he who accumulates a com- 
petence through thrift and foresight. But the accumula- 
tion of a competence takes time and many a savings 
program fails to mature because the saver doesn't live 
long enough to save the amount he intended. 


That's where Life Insurance comes in. Take for example, 
a $10,000 Endowment to mature at age 65. When the 
policy is issued that $10,000 estate is created immedi- 
ately so that-if the insured does not live to save the full 
amount, the $10,000 he intended to save is paid to his 
beneficiary in full, even though he lives to make only one 
annual deposit. 


That's a touch of magic that would make Aladdin blink. 
Nothing else but Life Insurance can perform this financial 
miracle, but it is based on actuarial science and there is no 
gamble or guesswork about it. 


THE WESTERN AND SOUTHERN LIFE 
INSURANCE COMPANY 


Charles F. Williams, President 
Home Office Cincinnati 


A HUMAN INSTITUTION SERVING HUMAN NEEDS 
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Central Life of Illinois 
Has Big Sale of New Form 





PUSHES “ONE-DAY PAY” POLICY 





Ten Dollar Contract to Furnish Quick 
Emergency Fund Fits in With 
Today’s Buying Trend 





The Central Life of Illinois is meet- 
ing with unusual success in the sale of 
its recently authorized “one-day pay” 
policy, which js an expectancy semi- 
endowment. The cost of this policy is 
$10 a year and it buys a variable amount 
of insurance depending on the age of 
the assured, ranging from $640 at age 
15 to $214 at age 50. 


Claim Draft Is Attached 


Together with the policy, the com- 
pany sends forms to be filled out in the 
event of death by the attending physi- 
cian and there is a draft attached which 
can be presented to the bank and the 
cash received within a few minutes. 

The first of these policies was pur- 
chased by Helen Hayes, noted stage and 





screen actress, who is a sister-in-law of 





Alfred McArthur, president of the Cen- 
tral Life. 

The virtue of the policy so far as the 
agent is concerned is that it meets the 
present day trend towards package sell- 
ing and enables him to make quick sales 
in a day when so many people shrink 
from the idea of committing themselves 
to a more extensive program. 

For the assured, it makes available an 
emergency fund immediately realizable, 
with which to pay burial and other ex- 
penses. 


Provision in Case of Loan 


Where loans are obtained under the 
policy, the draft is deposited by the as- 
sured, so that the face amount of the 
policy will not be paid in the event of 
death. 

At the end of the expectancy period 
the policy matures as an endowment for 
50 percent of the face amount. At age 
20 the amount of insurance that is pur- 
chased by the $10 is $582; age 25, $520; 
age 30, $458; age 35, $400; age 40, $332; 
age 45, $270. 


Cincinnati Managers Incorporate 


At the meeting of the general agents 
and managers at Cincinnati last week, 


corporation similar to the associations 
already formed in Detroit, Chicago, San 
Francisco, St. Louis and elsewhere. The 
name chosen was “Associated Life Gen- 
eral Agents & Managers of Cincinnati.” 

The officers are L. D. Fowler, Con- 
necticut Mutual, president; J. M. Gautz, 
Pacific Mutual, vice-president; W. E. 
Cunningham, Connecticut General, sec- 
retary. 


Kentucky Income Tax Bill | 


The corporation income tax 
which has passed the house at the spe- 
cial session of the Kentucky legislature, 
is ambiguous in its proposed application 
to insurance companies. The bill con- 
tains the following exemption: “Mutual 
insurance companies and _ associations 
and other insurance companies and as- 
sociations organized under the laws of 
the commonwealth of Kentucky.” 

The question is whether the first 
phrase, “mutual insurance companies 
and associations,” refers to foreign or- 
ganizations or whether the intention is 
to exempt only domestic carriers. The 
bill provides a tax of 3 percent on the 
net income of insurance companies de- 
rived from Kentucky investments, after 
a deduction of 334 percent. The bill is 
being opposed by the Association of 
Life Insurance Presidents and the Na- 





the active heads of agencies formed a 


tional Board of Fire Underwriters. 





Protection NOW—for the greatest 
investment in the World— 


Children! 


Juvenile 20 Year Endowment 
Juvenile 20 Pay Endowment at 64 


With or Without Payor Benefit 


Cash and Loan Values and Dividends 


Issued from Birth to Age 9 


Our General Agents will accept business on the lives of healthy 
children of good families from agents of companies not writing 


insurance under age 10. 


Ask or write for rate book and literature about these attractive 


Juvenile contracts. 


Security Mutu 


Established 1886 





BINGHAMTON, N. Y. 


al Life Insurance Co. 








bill, |. 








Completes 20 Years in 
Ohio National Service 


ee 











T. W. 


APPLEBY 


T. W. Appleby, president of the Ohio 
National Life of Cincinnati, completed 
his 20th year of service with that com- 
pany on Sunday. He has been presi- 
dent since 1922. 

Mr. Appleby was born in 1874 at Mor- 
risville, Mo., was educated at Morris- 
ville College and the University of Chi- 
cago, receiving his M. A. degree from 
the latter institution. After teaching for 
some time at Morrisville College, he 
joined the Central Life of Illinois in 
1905 as secretary and remained until 
1910. At that time he became secretary 
of the Federal Life of Chicago, and in 
1914 went with the Ohio National. 

In addition to honoring Mr. Appleby, 
the agents are putting forth special ef- 
forts this month because the company 
before the end of May expects to be lo- 
cated in its new home office building on 
Reading Road. 


Canadian Industrial Men 
Organize “Protective” Body 





MONTREAL, May 24.—The follow- 
ing news item appearing in the Montreal 
“Herald” recently has aroused consider- 
able interest among insurance people 
here: “Following the example of em- 
ployes in other crafts and industries, 2 
group of industrial insurance agents in 
Montreal are today formulating plans 
for the forming of a protective associa 
tion. 

“Proposers of the organization claim 
that agents receive very small salaries as 
compared with the amount of business 
they secure for their firms. The new 
association will endeavor to improve this 
situation.” 

Whether this movement is related 9 
any way to the agitation, centering 10 
Birmingham, Ala., for unionization of 
industrial agents, is not known. 


Aviation Clause Applies to 
Passengers, Court Asserts 





The clause in the policy excluding 
double indemnity benefits if death re- 
sulted “from engaging, as a passenger 
or otherwise, in submarine or acronaut- 
ical operation” although awkwardly 
expressed is not ambiguous and intends 
to apply to one who is temporarily 0¢- 
cupied in being a passenger in a plane 
as well as one who takes an active part 
in the operation or makes aeronautics 
his business. This is the decision 0 
the United States circuit court of 22- 
peals for the eighth circuit (Missouri) 








in Goldsmith vs. New Yerk Life. 
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Program Chief 








DR. D. B. CRAGIN 


Dr. D. B. Cragin, medical director, 
of the Aetna Life, is program chairman 
of the Medical Section of the American 
Life Convention, which will hold its an- 
nual meeting at Hot Springs, Va., June 
14-16. He was born at Farmington, 
Me., and after graduating from the State 
Normal School he taught school. He 
later went to Harvard Medical Schooi. 
For two years he practiced in Boston 
and later as surgical house officer at 
Carney hospital in that city. He went 
to Waterville, Me., to practice and in 
1920 located in Hartford. He is con- 
sulting surgeon of the Hartford Hos- 
pital, commissioner of public welfare 
of Hartford and was formerly commis- 
sioner of health of the city. 








Leaders Announced in 
the Penn Mutual Contest 





F, H. Davis, agency vice president of 
the Penn Mutual Life, has announced 
the winners in the recent “sixty-day 
effort,” as it was called, to write and 
deliver the largest possible amount of 
paid-for insurance. This was to be 
New insurance, and not rewrites, nor 
were annuities to be included, although, 
of course, it was expected that annu- 
ities having their proper place in a life 
insurance program would be sold. 

The agencies were divided into six 

regions, and the premiums winners in 
the six were: C. O. Marieta, Topeka; 
J. L. Taylor, San Francisco; W. O. 
Cord, Dayton, O.; S. E Meltzer, New- 
ark, N J.; H. I. House, Wichita, Kan.; 
N. M. Reuterdahl, Minneapolis. 
_ The lives leaders were: T. B. Glad- 
ing, Philadelphia; Lodie Brien, Provi- 
dence; H. A. Becker, Oklahoma City; 
Lawrence Willet, Atlanta; B. Lichten- 
berg, D. B. Adler Agency, New York; 
E. D. Claycomb, Kansas City. The 
volume leaders were: J. M. Price, 
Philadelphia; G. A. Goodridge, J. EI- 
liott Hall agency, New York; G. W. 
Porter, Goulden & Vermilye agency, 
New York; Samuel Kahl, Stumes & 
Loeb, Chicago; F. M. Bauslaugh, 
Wichita; T. S. Pointer, Denver. The 
Six leader agencies, their standing cal- 
culated from a combination of prem- 
lums lives, and volume, were: John A. 
Stevenson, Philadelphia; P. O. Works, 
St. Louis; A. W. Finley & Co., Louis- 
ville; A. E. Rumsey, Waterloo, Ia.; 
D. B. Adler, New York; E. R. Ecken- 
rode, Harrisburg, Pa. 


Racketeer Active in Iowa 


J. A. Diefenbach, representing the 
Mutual Life of New York in Daven- 
Port, Ia., has received complaints of a 
man claiming to be a representative of 
1S company, who has been calling on 





widows and fraudulently representing to 
them that their deceased husbands had 
policies with the company. This man 
requests an advance fee, usually from 
$3 to $5, for preparation of proofs of 


death. 





Whacks Unlicensed Companies 


ST. PAUL, May 24.— Insurance 
Commissioner G. W. Brown is con- 
sidering a campaign among newspapers 
in the state to curb the activities of 
non-licensed companies that are adver- 
tising insurance at ridiculous rates. 
Commissioner Brown feels that these 
companies are deceiving the public and 
his argument will be for the news- 
papers that they are lending their ad- 
vertising columns to concerns that are 
taking advantage of regular licensed 
companies. 


Buckner on Coast 


SAN FRANCISCO, May 24.—T. A. 
Buckner, president of the New York 
Life, attended an agency conference 
here this week. 


H. G. Hewitt, Texas manager of the 
Northwestern National Life, spoke to 
the San Antonio Rotary Club on “Some 
Important Questions About Your Pres- 
ent Life Insurance” and to the San An- 
tonio agency of the Canada Life. 








Research Bureau Leaders 


to Hold California School 





INSTRUCTION FOR MANAGERS 





Officials Will Give Talks at Number of 
Points Along the Line 
of March 





HARTFORD, May 24—Led by 
John Marshall Holcombe, Jr., manager, 
and H. G. Kenagy, assistant manager, 
four members of the staff of the Life 
Insurance Sales Research Bureau are 
leaving for the Pacific Coast where they 
will conduct the third of the 1934 
schools for managers and_ general 
agents. This school will open at Santa 
Barbara, Cal., June 4, and will be ai- 
tended bv between 35 and 40 repre- 
sentatives of companies doing business 
in California, Washington and Oregon. 


Holcombe on Canada Trip 


Mr. Holcombe has already begun his 
journey, going to Ottawa, Ontario, 
where he addressed the sessions of the 
Canadian Association of Life Agency 
Officers on the results of a recent study 


gmade. 









in recruiting which the bureau has 
From Ottawa he went to Win- 
nipeg, via Montreal and Toronto, and 
after a call there stopped off in Regina 
for two days before going on to Van- 
couver. 

After spending two weeks on the west 
coast, Mr. Holcombe will return by way 
of Texas, visiting companies in San An- 
tcnio, Houston and Dallas. On his way 
back to Hartford he will also visit St. 
Louis. 


Kenagy Has Speaking Dates 


Mr. Kenagy has several speaking en- 
gagements before the opening of the 
school at Santa Barbara. He will stop 
at Chicago and St. Paul to visit a num- 
ber of agencies and will also call at the 
home office of the Provident Life at 
Bismarck, N. D. Thence he will go to 
Portland, Ore., where he will address a 
two-day conference of the agency force 
of the Oregon Mutual Life. He will be 
accompanied to Portland by J. Harry 
Wood of the bureau staff, who will also 
talk at the Oregon Mutual meeting. 

May 28 Mr. Kenagy will address the 
Portland Managers’ Association on 
“What Knute Rockne Taught About 
Training Salesmen.” He will then go 
to San Francisco where on June 1 he is 
to speak before the local general agents’ 
and managers’ association. After the 

(CONTINUED ON PAGE 24) 
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been published. If you care to have a copy of the entire book, write 
now to Cecil C. Fulton, Jr., Superintendent of Agencies. 
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Cheery Miles or Weary HMliles 


One who must carry the burden of an 
empty purse will weary in the afternoon 
stages of life’s journey. 


How different that self- 
same trail to another light- 
hearted traveller whose 
needs are provided for. 


Tell your prospect how The 
Prudential can help him 
tobe INDEPENDENT. 
Even after he stops earn- 
ing wages. 


The Prudential 


Jusurance Company of America 


EDWARD D. DUFFIELD, President 





Home Office - + Newark, New Jersey 














Rockford Life Has a Message for You 


President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 


It Concerns Contract Direct 


With The Company 


Dear Sir: 
SEND ME THE MESSAGE 
NQmMe ...cccccccccccccccccccccccsescccccecoess PPPrrrerrirrrrrrriertt ete 
Addrese ....cccssecscccccccccccccccccccoccccccs PPPPrrTTTTTrrrrririrtritee 
ihe. Rae Pe 























Unmarried, Self-Supporting 
Women Are Profitable Risks 





DISCUSSED BY LEIGH CRUESS 





Other Interesting Topics Taken Up by 
Home Office Life Underwriters 
at Meeting 





NEW YORK, May 24.—Unmarried, 
self-supporting women are probably the 
most profitable group from a mortality 
standpoint, of any applicants a life com- 
pany can have, said Leigh Cruess, assist- 
ant secretary Home Life of New York, 
addressing the Home Office Life Under- 
writers Association here this week. This 
group can be underwritten with approx- 
imately the same limits as male risks 
with expectation of excellent mortality 
results, he said. Other conclusions were 
that married women constitute a satis- 
factory group after they have been in- 
sured for two years but will show a 
high mortality before that point be- 
cause of adverse selection. 

This anti-selection may be minimized, 
he suggested, by (1) declining to ac- 
cept too large a line ona married woman 
in comparison with her husband’s cover- 
age; (2) limiting married women to per- 
manent forms and declining where 
speculation is indicated by the plan of 
insurance applied for or by any other 
indication; (3) aggressive soliciting of 
insurance on the lives of married women 
to offset the natural anti-selection re- 
sulting from voluntary purchase. 


Individual vs. Committee Control 


From the papers and discussion on 
individual responsibility vs. committee 
responsibility, it appeared that the trend 
is markedly toward assumption of final 
responsibility by an individual rather 
than a committee. Objections to the 
committee method include delay in get- 
ting approval of the various members; 
the consequent superficiality of judg- 
ment by some members where efforts 
are made to overcome the delay, with 
the real responsibility usually reverting 
to the medical director or the under- 
writing official on the committee. It 
was brought out that in many companies 
having the committee system the respon- 
sibility is actually upon some individual. 
In some cases the arrangement is some- 
what elastic, an individual having re- 
sponsibility in the majority of cases but 
consulting with other members ‘of the 
committee where he deems such pro- 
cedure advisable. 

The individual responsibility angle 
was covered by F. P. Todd, vice-presi- 
dent Provident Mutual Life, with discus- 
sion by Godfrey Moore, associate super- 
visor of risks, Mutual Life of New York. 
The committee responsibility side was 
handled by W. F. Rohlffs, secretary 
New York Life, with discussion*by H. 
H. Jackson, actuary National Life of 
Vermont. 

Advantages of Numerical System 

The advantages of the numerical sys- 
tem in underwriting were outlined by 
Vice-president R. D. Murphy of the 
Equitable Life of New York. He 
warned, however, that the numerical 
system should at all times be considered 
the aid and not the master of the under- 
writer, and that the best guaranty of 
good underwriting is the men who are 
doing it. The discussion of this paper 
was by Howard Goodwin, second vice- 
president, Phoenix Mutual Life. 

Methods other than the numerical 
were set forth by E. G. Fassel, North- 
western Mutual Life, with discussion by 
A. J. Riley, assistant mathematician Mu- 
tual Benefit Life. 


Shows Big Production Gain 
The new Michigan agency of the 
Guarantee Mutual Life of Nebraska un- 
der Anger & Ehlen, state managers, 
reports a large increase in April pro- 
duction. Eighteen men are now under 
contract, and paid business of at least 


employed 
:Clubs dispensing liquor illegally. 





Named as New President 
of Industrial Conference 




















PEYTON W. JONES 


Peyton W. Jones of the Bankers 
Health & Life has been elected presi- 
dent of the Industrial Insurers Con- 
ference to fill the vacancy caused by the 
death of R. H. Dobbs. He has been 
secretary-treasurer for several years and 
was elected chairman of the executive 
—_— at the annual meeting last 
all. 








Iowa Companies Rate Up 
on Risks Involving Liquor 





Advent of beer and liquor has caused 
a number of Iowa life companies to 
rate up applicants actually engaged in 
sale or distribution of alcoholics. Few 
have established a rate except on a tem- 
porary schedule. The rates are based 
on former wet conditions and nearly all 
of the companies admit they may not 
be adequate to cover new conditions. 

The National Life of Des Moines has 
sent to all agents a letter stating that 
these ratings do not apply if the risk 
is subject to gangster hazard or op- 
erates in territories where such _haz- 
ard exists, and that the rating will be 
increased and double indemnity elim- 
inated if the risk uses liquor freely. Na- 
tional Life ratings deny insurance to 
truck or wagon drivers of breweries, 
distilleries or wineries and to persons 
in road houses and _ night 


Other Companies’ Practices 


The Equitable Life of Des Moines has 
increased premium rating on all per- 
sons engaged in the liquor business ex- 
cept those in executive or clerical posi- 
tions. In the case of persons actually 
handling liquor the rate has been raised 
and double indemnity and total disabil- 
ity clauses have been denied. __ 

The Bankers Life has established a 
new rate on handlers in breweries and 
distilleries but retains a normal rate on 
employes of state-owned licuor stores. 
Beer sellers are considered normal risks 
unless their background is such as_ to 
make them a more hazardous risk. The 
Bankers Life will not write life insur- 
ance-on any person known to be an 
illegal liquor seller. Neither wi!l in- 
surance be sold truck and wagon driv- 
ers for breweries or distilleries, or Pet 
sons employed in the illicit sale of liquor 
at road house and night clubs. 


Palmer, Edmonds to Speak 


Ernest Palmer, director of insurance 
for Illinois, and H. O. Edmonds, vice- 
president Northern Trust Company, 
Chicago, have been added to the list : 
speakers for the annual meeting oft 

Health & Accident Underwriters Con- 








$3,000,000 is aimed at for 1934. 


ference in Chicago June 19-21. 
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Make the Prospect Sell 
Himself, Says Coolidge 








PHILADELPHIA, PA., May 24.— 
Let the prospect worry about his in- 
surance program and he'll buy more 
insurance, said R. B. Coolidge, Aetna 
Life assistant superintendent of agen- 
cies, at the May meeting of the Phila- 
delphia Association of Insurance Agents. 
“Make a man visualize his true condi- 
tion,’ Mr. Coolidge said. ‘Make him 
see the problems of life as they exist, 
and he will sell himself more life in- 
surance than he is able to take in mast 
cases.” 

Mr. Coolidge asserted that very few 
are “natural” salesmen; that the ma- 
jority must have definite and _ well 
planned methods in order to be suc- 
cessful. He advocated the program idea 
and recommended a simple program 
presentation consisting of four neatly 
typed exhibits. 

Shows Actual Needs 


The first page depicts what the pros- 
pect actually needs in the way of in- 
surance protection, using his own fig- 
ures for the amount. It also shows 
what the insurance will do in detail. 
The second page indicates what insur- 
ance iS carried at present and what it 
will do. The third page gives the plan 
recommended, usually about the same 
as page 1. The fourth page shows 
how much the plan will cost. 

Mr. Coolidge remarked that the dif- 
ference in the cost of the insurance al- 
ready owned and the complete program 
is overshadowed by the comparison of 
the picture presented in pages two and 
three. 

‘Tf the prospect says, as he usually 
will, that everything is fine except that 
he can’t afford so much,” he said, “then 
ask him to cut the items to suit his 
needs. It is surprising how hard he 
will find it to cut down on the various 
items.” 

Mr. Coolidge cited as an example a 
case where one of his prospects had 
ordered $10,000. He delivered an addi- 
tional $50,000 programmed. The pros- 
pect liked it but decided that he would 
not be able to take more than the origi- 
nal $10,000. When the burden of cut- 
ting down the program was given to 
him and he started to see what he could 
do with the job, he wound up by taking 
the $10,000 and $35,000 of the pro- 
grammed ideas. 

To sell by this method Mr. Coolidge 
advocated a two interview system, the 
first interview to be a service call and 
devoted to information getting; the 
second call to be devoted to closing and 
getting an appointment for an exami- 
nation. 

Announcement was made by Presi- 
dent Russell Hergesheimer that the 
membership of the association already 
was in excess of the high mark of last 
season. A. D. Wallis reported a num- 
ber of cases in which the committee has 
been able to secure action of the insur- 
ance department against unethical 
agency practices. 


United Mutual Detroit Meeting 


The United Mutual Life of Indianap- 
olis held its first Detroit meeting since 
establishing the Charles E. Waddell gen- 
era agency. There were 25 agents pres- 
ent. Home office guests incuded Harry 
V. Wade, in charge of agencies, and C. 
L. Conger, supervisor. Prior to going 
with the United Mutual, Mr. Waddell 
was manager of the Missouri State Life 
in Detroit for 11 years, where he made 
- outstanding record with that com- 
any. 


Padgett Out for Legislature 


. Jack Padgett in the Norwood build- 
mg at Austin, Tex., agent of the Jeffer- 
son Standard Life and former newspaper 
Publisher in his city, has announced his 
Candidacy for the legislature. He has 
been in the life business since 1932. In 





his first year he led the agency force 
and has ranked among the first six ever 
since. After experience in newspaper 
work in different capacities, he became 
advertising manager of the Austin 
“Statesman.” In August, 1925, he started 
publishing a weekly paper which later 
became the Austin “News.” 


New Company at Fort Wayne 


Organization of the Anthony Wayne 
Life is announced in Fort Wayne, Ind., 
with offices at 402 Citizens Trust build- 
ing. Articles provides for the issuance of 
5,000 shares of stock of $10 par value. 
Incorporators are Harry Spurling, O. F. 
Wise, Willard Thomas and J. C. Clark. 
Officers are Clarence White, president; 
L. T. Clark, vice-president; Harry 
Spurling, secretary and general man- 
ager; O. F. Wise, treasurer; and H. C. 
Corley, second vice-president. It is in- 
corporated under the 1897 assessment 
act. 


Invite New Jersey Managers 


General agents, managers and super- 
intendents in New Jersey cities have 
been invited to become members of the 
Life Managers Association of Greater 
New York. The by-laws have been so 
amended as to enable the New Jersey 
contingent to join the association. 





Greater Interest in Group 


Cover Now, Cammack Finds 


HARTFORD, May 24—With the 
general revival in business, employers 
are evincing great interest in plans for 
the protection of their employes against 
the hazards of death, sickness and want 
in old age, says E. E. Cammack, vice- 
president and actuary of the Aetna Life. 
“T think this is simply an indication of 
the probable fact that plans of social 
insurance will play a much more im- 
portant part in American industry with 
the economic changes that are now tak- 
ing place in the United States and 
throughout the world. We find that 
employers are not only seeking to work 
out plans to provide a competence for 
their employes,’ he continued, “after 
they have become too old to work, but 
there is a revival in demand for group 
life and disability insurance.” 

Citing also the employers’ attitude to- 
ward group insurance, Mr. Cammack 
said: “It is truly remarkable the way 
employers of labor who have adopted 
plans of group insurance have contin- 
ued them throughout the depression. 
The business on the books of life com- 
panies has been well maintained and the 





| growth which was interrupted tempor- 
' arily is being resumed. 


Our company 


Financial Independence Is 
Theme in Toronto Meeting 





One of the big features in Canadian 
observance of Financial Independence 
Week next week will be a breakfast 
meeting in Toronto May 28 under aus- 
pices of the Toronto Life Underwriters 
Association. Insurance officials, heads 
of trust companies and _ investment 
houses, officials of the Domjnion and 
province and others have been invited 
to attend. 

On the program are: J. F. Weston, 
managing director Imperial Life, “The 
Institution of Life Insurance and Its 
Contribution to Financial Independ- 
ence;’ S. H. Logan, general manager, 
Canadian Bank of Commerce, “The 
Banks’ Contribution to Financial Inde- 
pendence;” J. M. Macdonnell, general 
manager National Trust Company, To- 
ronto, “Financial Independence Through 
Money Management;” G. H. Harris, su- 
pervisor of field service Sun Life, “Our 
Responsibility.” 











| 


has experienced practically no lapses 
among its group policies except in case 
of bankruptcy or financial difficulties of 
employers. The immense social bene- 
fits of group insurance are being re- 
alized”. 











CONTINENTAL 


CASUALTY — ASSURANCE 
COMPANIES 


CHICAGO 


'CO-OPERATION 


ILLINOIS 





Practical, Profitable 


Assistance 


The progressive agent is coming to 
understand more and more the prac- 


tical help his company can render. 


The day is here when a good agent will 
carefully investigate company coopera- 


tion before making a connection. 


Continental cooperation is practical, 
profitable, profound. It will weather 
the most exacting scrutiny. Its com- 
pletenessis both evidence of Continental 
DURABILITY and a guarantee of 


agency progress. 
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Agents of Failed Companies 
Are Left Far Out on a Limb 





One of the unfortunate spectacles 
arising from the failure of life com- 
panies is the heavy loss sustained by 
agents who perhaps have spent most of 
their business life with a single com- 
pany. 

It always has been preached in life 
insurance selling that the way really to 
get ahead is for an agent to select his 


company, stay with it, spend only his 


first year commissions for living cost 
and set aside his renewals as a sinking 
fund against old age. He has been as- 
sured that his renewals constitute an in- 
surance of his future. 


Receivership Voids Contracts 


But when a life company is placed in 
the hands of a receiver, all contracts 
made by the failed company are voided 
and the only recourse is at law, an ex- 
pensive process. Unfortunately the 
agents of a failed company do not rate 
equally with policyholders and other 
claimants, in fact, although they may as 
a matter of law. The general thought 
appears to be that the agent has enjoyed 
previous commission on the policies, 
that he after all is the one responsible 
for placing the insurance in the com- 
pany which failed, therefore he should 
not be entitled. to anything additional 
following the failure. 

One line of reasoning, which unfor- 
tunately for the agent does not have 
much if any backing in law, is that 
when a life company fails the only part 
of the policyholder’s account which is 
insolvent is the portion in the past. 
When a policyholder continues to pay 
his premiums to the receiver and then 
later to a reinsuring company, his ac- 
count forward from the time the re- 
ceiver was appointed is a solvent one. 
It would seem in equity that the agent 
therefore is entitled to his full renewals 
on such premiums, but there is no legal 
basis for such a theory. 


No Obligations to Agents 


Usually the agent has to take the best 
offer which the reinsuring company will 
make, the theory on which he will be 
paid renewal commission being that he 
will help to conserve this business. In 
law the reinsuring company is not ob- 
ligated to pay him anything unless it 
signs a separate contract with him. It 
is certainly not liable for any commis- 
sions due and accrued but unpaid up to 
the time of receivership when the rein- 
suring company took hold. 

Any right which the agent may have 
in such renewals is one which he must 





Herbert Hoover Invited 
to Join New York Life 


SAN FRANCISCO, May 24. 
Former President Herbert Hoover 
has been invited to become a di- 
rector of the New York Life, ac- 
cording to announcement’ by 
President T. A. Buckner at a 
luncheon here. Mr. Hoover was 
present at the meeting, which was 
also attended by bankers and busi- 
ness leaders of California. In brief 
acknowledgment of a great recep- 
tion Mr. Hoover complimented 
the insurance business. Mr. Buck- 
ner discussed the national recov- 
ery program, expressing skepti- 
cism on some phases and confi- 
dence in others. He said recovery 
is definitely on the way and that 
consistent increase in new paid 
business is a clear barometer of 
restored confidence in the nation. 
F. A. Wickett, western states su- 
pervisor for the company, was 
chairman. 

















sustain in court and his case is not par- 
ticularly strong. Claims of agents of 
the Illinois Life were thrown out by the 
receiver. The same thing has been true 
of other failures. Agents of the Na- 
tional Life of U. S. A. have filed claims 
with the receiver, but it seems a fore- 
gone conclusion that these will be dis- 
allowed and that the agents will have 
to fight their cases in court. A number 
of suits in behalf of the Illinois Life 
agents have been filed and will be heard 
in due course in Chicago. 


Staggering Blow to Men 


Some of the National Life U. S. A. 
agents had contracts giving them per- 
petual renewals. As a rule the ordinary 
agents renewal commission is 5 percent, 
but in the case of the National U. S. A., 
renewals ran as high as 12 percent, it is 
said. Many of the agents had large 
sums of renewals tied up. In some cases 
the agents are well along in years and 
the renewals represented practically 
their only provision against the future. 
They were too old to start and build 
anew with another company, they be- 
came thoroughly disheartened and at 
least in one case in the Illinois Life the 
death of the agent followed within a 
few months after the failure, partly 
chargeable to discouragement. 

Attorneys differ on the status of an 
old agent under a reinsurance deal. One 
attorney believes that where the old 
agent’s contract was for a_ specified 
term the agent has a good case; but if, 
as is the usual practice, the contract 
runs indeterminately with right of can- 
cellation at any time by either party, 
the case is not worth taking to court. 
Another very able insurance attorney 
believes the agent’s case is very weak. 


New Plan Is Needed 


While there have not been many life 
company failures in the history of the 
business in this country, the situation of 
agents of the companies which have 
failed makes it all the more apparent 
that some agency arrangement should 
be made whereby the agent in future 
would be better protected. 

It has been demonstrated that the 
policyholder, even in the worst failures, 
stands to lose little if anything in the 
long run, as his account is worth on 
the average $20 cash per $1,000 to any 
reinsuring company and one always can 
be found which will take over the busi- 
ness on some basis and work it out. 
As times improve and frozen assets are 
liquidated, the policyholder’s account is 
credited even though he may have had a 
heavy lien applied against it originally. 

But the agent who usually has used all 
past commissions on which to live, 
stands to lose in a failure all of the 
business which he has built up for his 
own old age. : 


Fraternal in Bad Shape 


_ The Illinois department has released 
its report of the examination of the 
Plattdeutsche Grot Gilde Von De Ver- 
eenigten Staaten Von Nord Amerika of 
Chicago, a fraternal. The department 
says that the society’s financial position 
is in a critical condition. The reserve 
fund is invested in securities of a non- 
liquid nature. Assuming the society is 
successful in obtaining federal aid in 
cash with which to clear up the present 
unpaid claim liabilities, the report says 
it will only be a few short months un- 
til the same condition prevails again. 
New memberships are practically ob- 
solete and the old memberships are laps- 
ing at an alarming rate. During the 
present year only two new members 
have been received and approximately 
1,100 members or 25 percent of the 
membership on Dec. 31, 1932, have with- 
drawn. The average age of the mem- 
bership is 62 years. 








Goes with B. M. A. 











R. E. MOYER 


R. E. Moyer, who has been assist- 
ant actuary of the General American 
Life of St. Louis, has gone to Kansas 
City to become actuary of the Business 
Men’s Assurance. J. C. Higdon was 
formerly secretary and actuary, but was 
elected vice-president in charge of sales 
in 1931. 








Won’t Impound Peoria Bids 


Judge Denies Motion of Attorney Rep- 
resenting Policyholders’ Group—Re- 
ceiver Questions Jurisdiction 


PEORIA, ILL., May 24.—Leave to 
H. E. Pratt, former state’s attorney, to 
intervene as a policyholder in the Pe- 
oria Life receivership proceedings to 
make a motion to impound copies of 
bids submitted for reinsuring the com- 
pany has been denied by Circuit Judge 
Ingram. 

C. V. O’Hern, receiver, objected to 
impounding the nine bids. One of the 
bids has been made by Pratt for a pol- 
icyholders group. 

Proposals submitted, O’Hern said, are 
not in final form and some have been 
submitted by attorneys for financial 
groups, whose identities have not been 
disclosed. After the best possible terms 
have been obtained, he said, the court 
will be asked to approve a contract. 

Under the supreme court’s ruling Mr. 
O’Hern held that the court was with- 
out jurisdiction over the bids at this 
time because the court can pass upon 
no matter until it is presented by the 
receiver. 

He made further argument that a de- 
cree was entered by the late Circuit 
Judge Niehaus for the company to be 
mutualized by the Peoria Mutual Life 
and that until the supreme court dis- 
poses of an appeal taken by the di- 
rector of insurance, the court is 
without authority to take further action. 

M. A. Kern, president of the Life & 
Casualty of Chicago, who has submitted 
a bid, announced if he is awarded the 
contract, the name of his company will 
be changed to Mutual Life & Casualty 
of Peoria and the head office would 
be moved to Peoria. 


Nebraska Life Requirement 


LINCOLN, NEB., May 24.—Insur- 
ance Director Herdman of Nebraska 
has served notice that the $600,000 ot 
securities that will be required of the 
projected Nebraska Life, headed by R. 
Nitzkey of Chicago, as a condition of 
approval of its charter, must conform 
strictly to the Nebraska law. This in- 
cludes first mortgages on real estate. 
Objections filed with the director 


Illinois Mutual Benefits 
Furnish Annual Reports 


——_——- 


LEADERS IN STATE ARE GIVEN 


Total Income Last Year Amounted to 
$1,693,470 and the Disburse- 
ments Were $1,639,871 


The Illinois department has issued its 
annual report of the mutual benefit as- 
sociations operating in the state, show- 
ing that during 1933 there were paid 
$1,077,984 in benefit premiums and $615,- 
486 to the expense fund, making a total 
income of $1,693,470. There were bene- 
fits paid amounting to $1,021,820 and 
expenses $681,051, the total disburse- 
ments being $1,639,871. The assets of 
all of them are $385,854 and the liabili- 
ties $222,732. There are 153,661 mem- 
bers and the benefits in force amount 
to $116,752,387. 

Leaders as to Income 


According to total income those re- 
porting over $25,000 were the Alton Mu- 
tual of Alton, $37,189; Anna Mutual Re- 
lief, $26,480; Capital States Mutual 
Benefit of Willow Hill, $69,541; Central 
Illinois Mutual Relief of Champaign, 
$33,409; Fidelity Mutual Benefit of 
Rockford, $25,820; Free Polish Women 
in the Land of Washington of Chicago, 
$49,247; Great Northern Estate of Rock- 
ford, $64,418; Great United Mutual of 
Centralia, $136,687; Illini Mutual Relief 
of Champaign, $27,824; National of Sa- 
lem, $25,171; Nation Wide Mutual Bene- 
fit of Trenton, $26,119; Okaw Provident 
Relief of Shelbyville, $45,765; Peoples 
Relief of Taylorville, $41,225; Randolph 
County Mutual Relief of Chester, $36,- 
812; Superior Mutual Benefit of Salem, 
$52,556; Union Mutual Benefit of Chi- 
cago, $45,462; Universal Benefit of Cen- 
tralia, $33,189. 

The concerns having the largest 
amount of assets are the Free Polish 
Women of Chicago, $64,548; Capital 
States Mutual of Willow Hill, $13,108; 
Great United Mutual Benefit of Cen- 
tralia, $14,832; Great Northern Estate ot 
Rockford, $12,175; White Eagle Polish 
Cavalry of Cicero, $26,095. 


National Aid Society’s Status 

New York state raised the question 
of the legal status of the National Aid 
Society of Springfield, Ill., as have a 


number of other states. Last month 
Harry Dudley was arrested at Roches- 
ter, N. Y., on charge of acting as agent 
of a life company without a license. He 
was convicted and given a suspended 
sentence. He took an appeal on the 
ground that the National Aid is not 
an insurance company but a coopera- 
tive membership society, which pro- 
vides death benefits. County Judge Lind 
took Mr. Dudley’s view of the nature 
of the society and reversed his convic- 
tion. 


Rewards for Recruiting 


To stimulate interest in recruiting 
among members of the agency, 
Schnabel, San Antonio branch manager 
Jefferson Standard Life, is giving one 
point credit as a member of the contact 
club to a representative who introduces 
a prospective agent to the manager an 
the matter of going into the insurance 
business is discussed. ; 

If a contract results from the intet- 
view and as soon as the newly appointe 
agent produces an application, the rep- 
resentative who was responsible for the 
introduction becomes a member of the 
contact club and receives credit for 
one point. At the end of the year the 
agent with the most points will receive 
a prize. 











charge that, in legal effect, the $600,000 
Minneapolis building bonds are secon 
mortgages because an annual renta 
charge is prior. 
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Central Control Needed 


in Insurance Supervision 





(CONTINUED FROM PAGE 2) 


in one state and illegal in another. Some 
practices are legal in all but three or 
four states, others are permitted in only 
three or four. If a certain restriction is 
necessary for the welfare and protec- 
tion of Massachusetts policyholders, cer- 
tainly the Illinois policyholders cannot 
be in any more advantageous position 
to warrant exemption from this restric- 
tion. If common stocks are held danger- 
cus as an investment for New Yorkers, 
it is a paradox that a Jerseyite, across 
the river, six minutes removed by train, 
is safe with an investment portfolio that 
does include them. If the laws which 
control 80 percent of the policyholders’ 
interests prevent such investment tan- 
gles as that which involved the Illinois 
Life with its hotel securities, then as- 
suredly all Illinois policyholders were 
not adequately protected by its laws, 
nor were all the rest of the 20 percent 
of the American policyholders thus con- 
trolled. Uniformity on the score of in- 
vestment, with some recognized stand- 
ard of safety, is certainly a first essen- 
tial in any new program. 

Speculative involvements were a ma- 
jor contributing factor in several fail- 
ures. Life insurance does not fit into 
the speculative picture. The two are 
at opposite poles of finance, and every 
effort to merge the two should be bit- 
terly fought by all those within the 
ranks of life insurance. Just at the 
breakup in 1929, Wall Street was be- 
ginning to cast covetous eyes towards 
this business with its vast wealth. The 
aftermath of that was partially respon- 
sible for some of the failures. It will 
be cause for greater trouble in the fu- 
ture, when the next speculative wave 
strikes from Wall Street, La Salle Street 
or any other highway of high finance— 
unless preventives are established now. 
No affiliates, no holding companies, no 
heavily studded directorates from the 
fields of speculation should be per- 
mitted. They are certain to come, how- 
ever, if definite steps are not taken to 
stop them, for this great hundred billion 
dollar business, very nearly if not to- 
tally depression-proof, is still the mys- 
tery and lure of all so-called big busi- 
ness. 

Closer Check on Companies 


Linked with the program of more cen- 
tralized control of the business 1s the 
need for a closer check on the compa- 
mes. At present, a company can tidy 
up its books for the periodic examina- 
tion and then rest idly on its laurels for 
at least three years. One of the 1933 
failures was that of a company which 
was caught in some very questionable 
Practices back in 1926—so questionable 
that even its then very lax state depart- 
ment could not stomach them and gave 
a thirty-day warning to “clean up” or 
lose the license. But that was the end— 
until the s. 0. s. was given for a re- 
celvership last year. They forgot that 
officers who can once carry through 
such transactions need, perhaps, a fre- 
quent check-up to make certain the 
apse to natural tendencies is not im- 
mediate. 


Frequent Check Warranted 


Certainly, whenever an examiner dis- 
Covers anything questionable, a frequent 
check is warranted thereafter. Honest 
officers cannot object to this, and less 
onest ones can be kept honest by it. 
Further, these examinations should be 
Made more often than once in three or 
more years. Many strange and costly 
deals can develop in even a year or two. 

a national examination system 
could be established, with several per- 
manent corps going from office to of- 
nce, all the companies could be exam- 
ined every year with a far less trouble- 
Some disturbance of home office af- 
airs, a notable economy and a consider- 
ably greater safety. This could be made 
especially simple if some standard ac- 
Counting system could be established 


country-wide for all life insurance com- 
panies. But that leads to other mat- 
ters, all of which, however, follow 
through to the one definite conclusion, 
that life insurance is very badly in need 
of some more centralized, standardized 
basis of control for the sake of both 
safety and economy. And both of these 
latter are worth much thought in these 
days. 


New York Life Promotions 


Dr. R. A. Fraser, a medical director 
of the New York Life and a member 
of its medical staff since 1913, has been 
advanced to chief medical director to fill 
the post vacated by the recent retire- 
ment of Dr. E. H. Lines, Dr. Fraser is 
president of the Association of Life In- 
surance Medical Directors. 

Four assistant medical directors were 
made medical directors: Drs. William 
Bolt, E. J. Campbell, F. C. Evers and 
W. J. Hammer. 


Hay Is San Antonio Speaker 


At the San Antonio Managers & Gen- 
eral Agents Club’s May meeting S. R. 
Hay, Jr., agency superintendent Great 
Southern Life of Houston, spoke on 
“How to Get the New Man Into Pro- 
duction.” 





Charges Are Heard Against 
General Agent, Seven Men 


SEATTLE, WASH., May 24.—Com- 
missioner Sullivan of Washington re- 
fused to cancel licenses of seven agents 
associated with the F. S. McKennon 
agency because of lack of evidence but 
took under advisement a charge of re- 
bating against Mr. McKennon. The 
commissioner’s action followed a hear- 
ing attended by several hundred life 
agents. The commissioner was repre- 
sented by members of the attorney-gen- 
eral’s staff and department legal ad- 
visors. The accused agents were R. M. 
Sweet, E. D. Spike, Fred Sherman, G. 
W. R. Peaslee, J. R. Keyes, Harry 
Spaw, and J. E. Horton. Chadwick & 
Mills, law firm, was identified as coun- 
sel for the Life Managers Association of 
Seattle and as being behind the charges 
submitted to the department. 

The charges simmered down to 
“twisting,” which is a misdemeanor. 
Witnesses testified they had cashed poli- 
cies in other companies and purchased 
with the surrender value policies in the 
Guarantee Mutual Life of Omaha, or 
other companies represented by the Mc- 
Kennon agency. Closing hours were 








devoted mostly to a charge against Mc- 
Kennon of rebating. One policyholder 
testified he had purchased a policy from 
McKennon, an $80 error in premium 
being found. He said McKennon agreed 
to split this loss and the receipt Mc- 
Kennon gave him was for $40 more 
than he paid. 

Commissioner Sullivan read a memo- 
randum stating that insofar as the seven 
agents were concerned no evidence war- 
ranting cancellation of their licenses had 
been found, but criticising business 
methods of the McKennon agency. Mc- 
non testified that the $40 discrepancy 
was solely due to correction of a mis- 
take. He denied ever having rebated. 
McKennon’s case was taken under ad- 
visement. 


Will Write Separate Policies 

The Northern Life of Seattle will 
hereafter issue accident and health poli- 
cies separate from life if the applicant 
so desires. Heretofore it has written a 
combined policy entirely. Three new 
combination and four separate accident 
and health forms were announced at the 
agency meeting. While the North- 
ern Life will still concentrate on “three 
in one” coverage, it has now separate 
policies that will be issued covering 
accident and health or accident alone. 
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We believe that the interests of 
Policyholders, Field Force and 
Company are exactly parallel, 


We believe that wastage in the 
Life Insurance business is borne 
by Policyholders, Field Force 
and Company alike, 


We believe that Standards of 
"Performance are attainable which 
will eliminate waste, and | 


We believe that these principles 
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should find expression in the 
relationship entered into between 
the Field Force and the Company. 
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Under the new Federal Reserve LIFE-TIME 
Plan, our field representatives—policyholders’ 
consultants—are taught to develop and service a 
selected clientele. They are taught how to de- 
liver a professional service to this clientele, and 
a part of this professional service to their clients 
is the planning of a life-time insurance program 
on a scientific basis. 

This procedure is known as the “Positive 
Provision” plan of life insurance programming. 

Its use enlarges the possibilities for service 
and sales by our consultants. They are taught 
who to approach, when to make the contact, 
and how to proceed in an orderly and logical 
manner. 

The mechanics of “Positive Provision” pro- 
gramming consist of a number of original and 
unique forms, comprehensive in their scope and 
designed especially to simplify programming pro- 
cedure. Each page instantly conveys a funda- 





B. FRANK BUSHMAN 
President 





mental idea to the mind through the eye. The 
method is distinct from other methods in that 
each provision stands out and there is no ques- 
tion as to certainty of adequacy or inadequacy. 

“Positive Provisions” programming can be ac- 
complished only by a consultant who is a builder 
of ake not merely a seller of policies. It can 
be supplied only by a man who is available for 
continuous consultations regarding the adjustment 
of old insurance to meet changing conditions, or 
the taking of new insurance to underwrite addi- 
tional or expanding needs and ambitions. 

Our plan of compensation to consultants re- 
munerates him for service calls on clients. This 
is on an entirely new basis for life insurance field 
representatives. 


The LIFE-TIME Plan has been enthusiastically 


received by our field force. We will gladly ex- 
plain it more fully on request. 


Agency Vice-President 


KANSAS CITY, KANSAS 
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ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 


Remarkable opportunities for Managers and Pro- 
ducers in Illinois, Indiana, Michigan, Ohio, 
Missouri, Kansas, Oklahoma and Texas 











WANTED: Managerial 


BUFFALO MUTUAL States of 
LIFE INSURANCE COMPANY New York 


and Ohio 


—= etn 


There are many men who would make good local and district 
managers for this 62 year old Company. Weare trying to find 
them. And when we do they will be glad to hear our story. 
But, frankly, the best managers we have found were men who 
started with us as agents. Our problem is to fit good men to 


available territory in the states of Ohio and New York. 


Buffalo Mutual Life is a progressive Company, growing fast, 
but not so large as to make individual attention and instruction 
difficult. If you feel you are managerial material and are will- 
ing to prove it by starting as an agent, write in confidence 
and detail to E. Parker Waggoner, Supt. of Agents, Buffalo, N.Y. 


18 POLICIES... Birth to Age 60... DEPENDABLE PROTECTION 


Whole Life Special @ 20 Payment Life Special e¢ Multiple Option Life and Annuity 


10 and 20 Year Modified Ordinary Life @ 10 and 20 Year Family Income @ Endowment 
at Age 65 @ Ordinary Life, Endowment at 85 @ 20 Payment Life, Endowment at 85 


@ 10, 15 and 20 Year Endowment e@ Special Convertible Term @ 10 Year Term 


Children's Policies (Three Forms) Birth to Age 10 


15 














View Participating 
Annuity Proposals 
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the highest possible return and yet 
would not leave the company “out on 
a limb” in case of a drop in interest 
rates, an unexpected increase of annui- 
tants’ longevity, or heavy investment 
losses. 

Since mortality gains on annuitants 
are from those dying early, there is no 
way of rewarding them with a long suc- 
cession of dividends, as is the case with 
life insurance policyholders who are re- 
sponsible for mortality gains in that 
branch. Also the annuity reserve de- 
creases each year, the reverse of what 
happens in life insurance, so that on 
both the mortality and the interest sides, 
the dividends to the long-lived an- 
nuitants, who are causing the losses by 
living beyond their expectancy, would 
be so small that it wouldn’t save much 
to cut them entirely. 

The participating plan which is now 
being tried consists of paying a divi- 
dend, which of course decreases each 
year, and using that dividend for the 
purchase of additional amounts of an- 
nuity. As the dividend decreases, how- 
ever, the amount of annuity which it 
will buy grows larger because of the 
annuitant’s advancing age. 

The second plan, which has not yet 
been put into effect, consists of fixing 
the rate at a point which would show a 
gain even with any conceivable future 
trend in annuitants’ mortality, interest 
rates, or investment losses. This re- 
turn would be guaranteed to the an- 
nuitant. Over and above this would 
be a non-guaranteed return, based on 
mortality and investment factors as 
forecast with as much exactness as pos- 
sible but without the safety margin 
that would be necessary if the entire an- 
nual amount were being guaranteed to 
the annuitant. As often as a change in 
future conditions seemed to warrant 
it, the non-guaranteed return could be 
altered to conform. 


Difficult to Get Acceptance 


Proponents of this plan admit that it 
might be difficult to get the public to ac- 
cept it as readily as the present plan 
under which the whole amount is guar- 
anteed. However, it is believed that 
there are many who would prefer to 
take a chance on getting the higher re- 
turn even though it entailed the risk 
of a lower return than they could get 
on a total-guarantee basis. 

Suppose, for example, that at a cer- 
tain age the return is $110 at existing 
rates. Under the proposed plan the 
annuitant might be guaranteed a $100 
return. Because of not having to hedge 
against long-time trends, the company 
might give an additional, non-guaran- 
teed return of $20, which would be main- 
tained, increased or decreased accord- 
ing to changes in the long-time outlook. 
The foregoing figures are entirely ar- 
bitrary, of course, and merely used for 
illustration. 

_ Thus, the principal object of a par- 
ticipating annuity plan is not, as with 
life insurance, to give the man who pro- 
duces the mortality gains a share in 
those gains and the interest income 
on his mounting reserves. The aim in 
the case of annuities is to relieve the 
life company from having to hedge 
against the possibility of its long-term 
estimates being inaccurate and to pass 
along to the annuitants the money that 


‘the company would, on a fully guaran- 


teed basis, have to hold as margin to 
insure being able to make good on its 
guarantee without loss. 
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Official Is Dead | 


———. 





ROBERT P. DAVISON 


Robert P. Davison, chairman of the 
board of the Liberty National Life of 
Birmingham, died at his home in that 
city at the age of 45. He had served 
as president of the Liberty National 
from 1921 until a few months ago when 
he was made chairman and Frank P, 
Samford was elected president. 

Mr. Davison was born in Troy, Ala. 
and was graduated from the law school 
of the University of Alabama. He prac- 
ticed law in Montgomery and after re- 
turning from the war was appointed 
deputy insurance commissioner in Ala- 
bama. After leaving the department, he 
became president of the Liberty Na- 
tional, which was then located in Phila- 
delphia. In 1927, the head office was 
moved to Birmingham. 








Veteran Montana Agent’s 
Comments on Replacement 


Sam D. Goza of Helena, Mont., an 
agent of the Northwestern Mutual, who 
has represented the company for more 
than 43 years, states that during his 
career he has watched many changes 
come about. He finds that most of the 
old abuses like rebating, twisting and 
raiding of competitors’ agents, were 
just about eliminated but after the four 
gruelling years through which the 
country has passed there has been a 
drifting back to these practices. When 
a policyholder has exhausted all his 
equity, the company in which a man 
was insured can rewrite him more ad- 
vantageously than any other company, 
he contends. The original company has 
a greater interest in him than anyone 
else, especially if he has been a policy- 
holder of years’ standing. 


Distinction as to Replacement 


Mr. Goza draws a distinction as to 
replacement if the client is found to be 
insured in a company where the agent 
knows its future is in doubt and its 
officers are exploiting it. He declares 
that a determined, frank, open campaign 
inaugurated from the head offices of 25 
leading companies would soon reduce 
the twisting practice to a minimum. 

Mr. Goza has no sympathy with the 
assumption that term insurance 1s the 
legitimate prey for anyone seeking vic 
tims. A man carrying a term policy can 
be much better looked after, in his 
opinion, by the company in which he 
is insured because he need not undergo 
a medical examination and all his rights 
are protected. If he desires to take ad- 
vantage of the original age rate, adjust 
ment can be made. The insurance com- 
missioners, Mr. Goza feels, are 10 ~~ 
pathy with any movement to wipe 08 
destructive practices. 
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Ww. J. BRADLEY, Philadelphia 


W. J. Bradley, publicity manager of 
the Home Life of America of Phila- 
delphia, is presiding over the life insur- 
ance sales congress at Harrisburg, this 
being given during Pennsylvania Insur- 
ance Days. Mr. Bradley is chairman of 
the Industrial Life Council of the 
Pennsylvania Insurance Federation and 
organized the Industrial Section of the 
American Life Convention, serving two 
years as its chairman. 








Shows How New — Tax 
Is Creating New Prospects 





The Luther-Keffer agency of the 
Aetna Life in New York City has made 
an analysis of the new federal estate 
tax, showing how it has created new 
prospects for life insurance. 

“These taxes,” the agency states, “are 
now at such a level as to make it im- 
perative for the man with even a mod- 
erate estate to make some provision for 
their payment which will not drain his 
general estate of the ‘cream’ of its con- 
tents.” 

The agency publishes the following 
tabulation: 


Net Estate 1926 1932 1934 
Before Revenue Revenue Revenue 
Exemption Act Act Act 
OGG care ere $ 1,500 $ 1,500 
200,000 $ 300 8,300 10,400 
250.000 600 11,600 15,200 
300,000 900 15,900 22,000 
400,000 1,700 23,700 34,800 
500,000 2,500 32,500 49,100 
600,000 3,500 41,500 64,100 
700,000 4,500 51,500 80,600 
750,000 5,100 56,600 89,200 
800,000 ,700 61,70 97,800 
900,000 6,900 72,900 116,500 
1,000,000 8,300 84,30 135,900 
2,000,000 24,900 215,900 361,500 
3,000,000 45,500 371,500 631,100 
4,000,000 70,10 51,100 944,700 
5,000,000 97,900 757,900 1,301,000 
6,000,00 127,700 87,700 1,680,800 
7,000,000 159,500 1,229,500 2,072,600 
8,000,000 193,300 1,483,300 2,476,400 
9,000,000 229,100 1,749,100 2,892,200 
10,000,000 266,900 2,026,900 3,320,000 


Thus an individual, for instance, with 
a $500,000 estate had a federal estate 
tax to pay under the 1926 act of only 
$2,500, but under the 1934 act his estate 
will be called upon to pay $49,100. With- 
out special provision, the executor or 
administrator will take 10 percent of the 
most liquid assets of such an estate to 
Pay this tax. It is obviously better, the 
agency points out, for the owner to al- 
low an insurance company to pay this 
item, which it will do for an annual con- 
sideration until death of an amount less 
than the legal rate of interest on the 
Principal involved. “In other words, the 
federal authorities have in this instance 
created for us a new $50,000 prospect.” 

€ majority of men, according to the 
Luther-Keffer agency, have no realiza- 
tion of the greatly increased demand 
which will be made upon their estates. 





Many Subjects Are Covered 
by Pacific Coast Actuaries 





VIEW TRENDS IN POLICIES 





Changes in Business Practices, Waste, 
Taxation, Investments and Under- 
writing Problems Are Discussed 





Important actuarial and underwriting 
problems were considered at the three- 
day meeting of the Actuarial Club of 
the Pacific States in Los Angeles. “Cur- 
rent Trends in Policy Contracts” were 
discussed by M. Hope and C. H. 
Tookey of the Occidental Life. In em- 
phasizing the importance of fitting the 
net amount at risk year by year under 
a life insurance policy to the curve of 
the “money value” of the insured, Mr. 
Hope directed attention to the unscien- 
tific nature of term expectancy policies 
in this respect, both from an under- 
writing and an actuarial viewpoint. 

“Changes in Business Practices” were 
covered by Marcus Gunn, California- 
Western States Life, and C. E. Her- 
furth, consulting actuary, which in- 
cluded changes found advisable as the 
result of prospective increased expenses, 
smaller average policies, lower interest 
rates, changes in dividend schedules and 
increase in writing of annuities. Prac- 
tically all actuaries present joined in dis- 
cussion of details of this subject. Leslie 
Cooper, assistant actuary Pacific Mutual, 
talked on “Latest Trends and Develop- 
ments in Taxation.” 


Consider Waste in Business 


The subject of “Waste in Life Insur- 
ance” was introduced by W. R. Halli- 
day, consulting actuary, and R. R. 
Brown, Oregon Mutual Life. This was 
followed by general discussion. E. S. 
Jensen, Great Republic Life, read a 
paper in regard to the advisability of 
increased surrender charges continuing 
through to the 17th policy year. 

“Investments” were discussed by AIl- 
fred Hann, Pacific Mutual Life, and 
Gordon Thomson, West Coast Life, fol- 
lowed by an open forum including com- 
ment on the downward trend of interest 
yield, particularly in its relation to an- 
nuity rates and the low mortality expe- 
rienced. 

The meeting concluded with an un- 
derwriting session on the last day. “Un- 
derwriting Trends” were reviewed by 
Leo Dowling, chief underwriter of Occi- 
dental Life. Other subjects discussed 
were: “Cooperation with the Field,” by 
L. W. Morgan, junior vice-president 
Pacific Mutual; “Underwriting Revivals 
and Changes,” by W. C. Kennedy, chief 
underwriter, California-Western States 
Life, and Floyd Spence, supervisor of 
underwriting Metropolitan Life; and 
“How Companies May Improve Mer- 
cantile Inspection Service,” by L. R. 
Sams, assistant vice-president Retail 
Credit Company; H. F. Cary, American 
Service Bureau, and J. F. Hartnett, 
Hartnett Inspection Service of Los An- 
geles. The session closed with the pres- 
entation of 21 clinic cases featuring un- 
usual underwriting problems, each com- 
pany representative stating the action 
he would take in regard to acceptance, 
rating or declination. 


Seeks North Dakota Office 


The Non-Partisan League of North 
Dakota has endorsed Harold Hopton, 
Bismarck attorney, for insurance com- 
missioner. He is a former coal miner 
and after returning from the war he 
was appointed manager of the state 
bonding and fire and tornado depart- 
ment of North Dakota, holding that 
office until 1929. During his spare time 
he studied law and in 1929 he moved to 
Canada, having charge of the loss de- 
partment of several insurance companies 
in Manitoba, Saskatchewan and Alberta. 
He returned to Bismarck, however, and 
has been practicing law since January 
of last year. 





Competitors Run Agency 
While Head Recuperates 








ST. LOUIS, May 24.—During a 30- 
day absence of its general agent, C. W. 
Poindexter, the sales promotion activi- 
ties of the St. Louis agency of the 
Northwestern Mutual Life will be di- 
rected by representatives of competing 
companies. 

The “general agents pro tem” will be 
C. O. Fischer, Massachusetts. Mutual; 
C. C. Otto, Mutual Benefit Life; Fred 
Rench, National Life of Vermont, and 
Dick Oliver, New York Life. 

Mr. Poindexter is recovering from a 
recent attack of influenza and plans to 
spend his vacation in Wisconsin in an 
effort to recover his strength. While he 
is away Messrs. Fischer, Otto, Rench 
and Oliver will each take turns serving 
a week as head of the local Northwest- 
ern Mutual agency. They have set their 
goal $1,000,000 of new business for the 
month and the early returns from the 
drive indicate that the quota will be 
greatly surpassed as about $250,000 was 
produced the first three days. 

M. J. Cleary, president Northwestern 
Mutual, telegraphed his appreciation to 





my business experience has given me 
the thrill I had today. No other business 
could produce such an incident. You 
men have the deep and sincere appre- 
ciation of every officer of the company 
for this fine, broad, human attitude and 
action. I know that every man in the 
St. Louis agency is inspired and will 
dedicate himself to the success of this 
effort. ‘The home office will be -happy 
to cooperate with you in every reason- 
able way.” 


Discuss Policy Forms, Riders 


Policy forms and riders were dis- 
cussed from the standpoint of their de- 
velopment and legal status at the May 
meeting of the Insurance Institute of 
Nebraska in Omaha. A paper prepared 
by Bill Harris of the actuarial firm of 
Haight, Davis & Haight was presented 





and discussed by Arthur Haight. The 
June meeting will be an outing. 
Ecker in Canada 
Restoration of confidence, not only 


in business but among individuals as 
well, will be the greatest factor in 
bringing about recovery from the pe- 
riod of depression, declared F, H. 
Ecker, president Metropolitan Life, in 
Ottawa for the tenth anniversary of the 
founding of the Canadian head. office. 








Messrs. Fischer, Otto, Rench and 
Oliver, saying: “No other experience in 
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Outstanding Stability 


* Size, location, age —all are interesting factors as 
applied to a life insurance company but none of 
these compare in importance to Surplus above 


Liabilities. 


This item in a company’s financial statement is the true measur- 
ing rod which determines the strength and stability of the 


institution. 


With Admitted Assets of $16,616,706.65, the Guarantee Mutual 
Life of Omaha is one of the few companies having Surplus 
above Liabilities equal to 20% of its Legal Reserve. 


There may be larger and older companies in the United States, 
but it will be difficult to find one financially stronger or more 
safe than this sound and well managed purely mutual legal 


reserve company. 


A copy of our booklet, “An Analysis of Our 32nd Annual State- 
ment”, will be mailed to anyone interested in a complete 
review of our financial condition. 


Write for details of the excellent Agency op- 
portunities available in Twenty-seven states. 


LIFE 


ORGANIZED 1901 


*TOTAL SURPLUS. . 





COMPANY 


OMAHA, NEBR. 


$2,568,388.63 


(For the protection of Policyholders) 









~ THE NATIONAL 


UNDERWRITER 





May 25, 1934 




















THE NATIONAL UNDERWRITER 


LIFE INSURANCE EDITION, PUBLISHED EVERY FRIDAY 





By THE NATIONAL UNDERWRITER COMPANY, Chicago, Cincinnati and New York 
PUBLICATION OFFICE, A1946 Insurance Exchange, CHICAGO. Telephone Wabash 2704 


E. J. Won.cemutnH, President 
Howarp J. BurripcE, Vice-Pres.-Gen. Mgr. 
Joun F,. Woxu.cEmuTH, Secretary 
Associate Managers: 
W. A. SCANLON G. C. Rozpine 
0. E. ScHwartz 


CINCINNATI OFFICE 
420 E. Fourth St., Tel. Parkway 2140 
Louis H. Martin, Manager 
Asner Tuorp, Jr., Director Life Ins. 
Service Dept. 
Curtis C. Crocker, Mer., Handbook Dept. 
NEW YORK OFFICE 
1200-123 William St., Tel. Beekman 38-3958 
EDITORIAL DEPT. 
Georce A. Watson, Associate Editor 
R. B. MitcHex.t, Assistant Editor 
BUSINESS DEPT. 
Nora VINCENT Pau, Vice-President 
W. J. Smytu, Resident Manager 
A. S. Cvtirr. Mgr., Industrial Dept. 
HARTFORD OFFICE 
Room 802, 18 Asylum St. 
Telephone 17-1227 
Racew E. Richman, Manager 


C. M. Carrwricut, Managing Editor 

LeveRING CartwriGut, Ass't Man. Editor 
Associate Editors: 

Frank A. Post CHaries D. SPENCER 
Date R. SCHILLING 


SAN FRANCISCO OFFICE 
507-8-9 Flatiron Bldg., Tel. KEarny 3054 
Frank W. Bianp, Resident Manager 
Miss A. V. Bowyer, Pacific Coast Editor 


DALLAS OFFICE 
1310 Kirby Bldg., Tel. 2-4491 
Fren B. Humpurey, Resident Manager 


DES MOINES OFFICE 
627 Insurance Exchange 
R. J. CHapman, Resident Manager 


DETROIT OFFICE 
1915 Transportation Bldg., Tel. Randolph 3994 
A. Epwarps, Resident Manager 


ATLANTA, GA., OFFICE 
204 Atlanta National Bank Building 
Tel. Walnut 2652 
Wa ter M. CurisTENsEN, Resident Manager 


PHILADELPHIA OFFICE 
1127 Fidelity-Philadelphia Bldg., Tel. Pen 3706, Harry C. Mountain, Resident Manager 


Subscription Price $3.00 a year: in Canada, $5.50 a year. 


Single Copies, 15 cents. In 


Combination with The National Underwriter Fire and Casualty, $5.50 a year; Canada, $10.50. 
Entered as Second-class Matter June 9, 1900, at Post Office at Chicago, Ill., Under Act, 


March 8, 1879. 








Greater Simplicity in Selling 


AGENCY building in life insurance to- 
day is a far different task than it was 10 
years ago. There are problems con- 
fronting managers at this time that they 
never dreamed of a few years ago. The 
task now should lead one to a full un- 
derstanding of the human problem with 
all its ramifications. Some years ago 
life insurance selling was comparatively 
easy. People had money and they were 
willing to spend it for life insurance. 
The salesman naturally was not able 
to pluck the fruit from the trees with- 
out any effort but attracting the atten- 
tion of people to life insurance was not 
an arduous or onerous task. Today the 
life man finds that he must use his 
utmost wits, his most powerful argu- 
ments and his greatest persuasion to 
get people to buy life insurance. In 
days gone by, by the use of organized 
sales methods, by coordinating argu- 
ments, by planning skilled approaches, 
by constructing programs of all kinds, 
production was accelerated. Many life 
salesmen felt that they must become 
actuarially-minded and they brought into 
their sales kit the making of wills, the 
building of trusts, corporation law, in- 
come tax information, inheritance tax 
knowledge, etc. In other words, the 
life salesman was expected to be a tax 
expert, a lawyer and a trust company 
man. 

Today selling life insurance really in- 


volves very simple arguments. After 
all the men who are making headway 
are those who have a pretty good 
knowledge of their contracts, but they 
may not know how rates are made or 
policies constructed. What they do 
know is what life insurance will accom- 
plish for people. They are mission- 
aries and enthusiastic ones. They be- 
lieve in their calling and are proud of 
it. They are militant in their approach. 
They may be far more emotional than 
the scientific salesmen. They do not 
overlook the primary purpose of life in- 
surance which is to protect a family 
in case of the death of the provider. 
Therefore the arguments are centered 
on just what the family will get in case 
of death, how the dependents will get 
it, how they can protect the money that 
will go to them and how long the 
money will last if it is on a monthly in- 
come basis. Then the next thing is to 
tell how much this protection will cost. 

The duties of a head of a household 
to his dependents are laid before him in 
no uncertain way. The life agent may 
be forced to employ considerable pres- 
sure. It is his duty to break down the 
barriers and picture to the prospect just 
the condition of his family and depend- 
ents in case he is removed from this 
earthly sphere. This does not require 
elaborate graphs, tables or complicated 
courses of approach. 


New Challenges for Every Day 


Tue other day the president of one of 
the large companies said that he went 
to his office every morning with a great 
thrill because he felt that each day 
brought a wonderful adventure. This 
man has a lively imagination. He sees 
in life an opportunity to achieve even 


if it be in a small way. When a man 
starts on his accustomed duties each 
day he sees a golden chance to accom- 
plish something. There is a fresh and 
new outlook on the landscape. Each 
day is not the same. There are new 
challenges all the time. 


Pluggers Are Making Good 


hard working plugger that is having the 


THE present conditions in insurance 
have taught everyone that the financial 
wizard, the high pressure salesman, the 
man who made a big noise and had much 
ballyhoo is not the one who has built up a 


business that is standing the test. It is the 


least trouble. He goes on his way, indus- 
trious, service giving, seeking to make the 
most out of his business. He keeps at it 
all the time and is not swayed by noise and 
loud talk. 









PERSONAL SIDE OF BUSINESS 








J. C. Matchitt, editor and publisher 
“Northwest Insurance” of Minneapolis, 
has been laid up for a number of weeks 
and is still confined to his home. As- 
sistant Business Manager M. E. Mat- 
chitt is in charge during his father’s ab- 
sence. 

Frank T. Partridge, vice-president 
and secretary of the New England Mu- 
tual Life, has rounded out 50 years 
service with the company. 

He went to the New England Mutual 
May 12, 1884, as a messenger boy. Dur- 
ing the intervening years he was pro- 
moted until in 1914 he was made as- 
sistant secretary, and in 1922 secretary. 
In January, 1930, he was made _ vice- 
— still retaining the secretary- 
ship. 

He married Edith Stevens, daughter 
of the late H. H. Stevens, brother of 
the second president of this company, 
B. F. Stevens, who died in 1908. 

E. W. Allen, general agent in New 
York City, on behalf of all the general 
agents presented him a handsome silver 
tea and coffee service, on the salver of 
which is engraved a facsimile reproduc- 
tion of the signature of each general 
agent. President George Willard Smith, 
on behalf of Mr. Partridge’s associate 
officers, presented him a watch. He 
also received the company medal, of 
gold and silver, for 50 years’ honorable 
service. 

President J. L. Loomis of the Con- 
necticut Mutual was host to agents of 
the Newark agency, of which C. J. Zim- 
merman is general agent, at a dinner, in 
honor of the agency winning the com- 
pany’s organization trophy for 1933. In 
addition Dr. C. B. Piper, medical di- 
rector, and Secretary Harold Chandier 
also spoke. D. B. Maduro, counsel Life 
Underwriters Association of New York 
City, was toastmaster. 


A. B. Wood, president and managing 
director of the Sun Life of Canada, has 
sailed for England. For some years he 
has annually visited the British depart- 
ment but this is his first since he was 
elected president. 

D. S. Henderson of the Newark of- 
fice of the Connecticut Mutual Life, 
former treasurer of the Life Underwrit- 
ers Association of Northern New Jer- 
sey, has been elected vice-president of 
the Reserve Officers Association of the 
United States, department of New Jer- 
sey. 

Dr. Irving J. Spear, who will discuss 
the “Disability Clause in Life Insurance 
From the Medical Standpoint” at the 
meeting of the Medical Section of the 
American Life Convention at Hot 
Springs, Va., June 15, is a recognized 
specialist in neuropsychiatry. He is pro- 
fessor of neurology at the University of 
Maryland School of Medicine & College 
of Physicians & Surgeons at Baltimore, 
his alma mater. 


F. H. Eldredge, Hastings, Neb., 
agent of the Union Central Life, led 
the company’s producers with $304,000 
business in April. Mr. Eldredge oper- 
ates in a small city of 15,000 inhabi- 
tants. 


George H. Hunt, Imperial Life, To- 
ronto, was elected chairman of the Ca- 
nadian Association of Life Agency 
Officers at the annual meeting at Ot- 
tawa. J. O. Gallow of the same com- 
pany was reelected secretary-treasurer. 

The executive committee includes W. 
F. Smith, Continental Life, Toronto; J. 
A. Macfarlane, Monarch Life, Winnipeg: 
E. H. McKinney, Ontario Equitable, 
Waterloo, Ont.; E. J. Harvey, North 
American Life, Toronto, and E. J. 
Maclver, Prudential, Newark. 
_Systematization of managers’ opera- 
tions and the present recruiting situation 
in Canada were discussed. Papers were 





presented by J. G. Stephenson, London 
Life; J. J. Murray, Dominion Life, and 
J. M. Holcombe, Jr., Life Insurance 
Sales Research Bureau. 

T. O. Cox of the Excelsior Life, To- 
ronto, retiring chairman, presided. 

Dr. A. A. Willander, medical direc- 
tor, and C. E. Menor, chief underwriter 
Mutual Trust Life of Chicago, have re- 
turned from a tour of New England 
states, meeting medical examiners and 
agents. Special stops were made at 
Hartford, Springfield, Boston and 
Providence. The Mutual Trust, al- 
though a mid-western company, re- 
ceives more than one-third of its new 
business from the east. 

C. L. Harkness, manager of the pol- 
icy department of the Metropolitan Life 
in Indianapolis, has been elected presi- 
dent of the Indianapolis Church Fed- 
eration. 
















G. W. Smith, president New England 
Mutual Life, visited the Meub Agency 
in Indianapolis, which covers three- 
fourths of Indiana, and addressed the 
agency associates. 

E. B. Dudley, Chicago manager of 
the Travelers, has gone with Mrs. Dud- 
ley and their son Edward to his cabin 
in the north woods at Basswood Lake, 
Minn., near Ely, for an extended vaca- 
tion. Mr. Dudley has not been in the 
best of health and will remain away 
for a month or more until he is fully 
recovered. 

The Mutual Life of New York has 
completed 50 years of occupancy of its 
present home office building at 34 Nas- 
sau street, New York City. The Mu- 
tual Life issued its first policy in 1843 
and was then located on Wallace street 
in the Bank of New York Trust build- 
ing. It was from the belfry of the 
little Dutch church, which was erected 
on the present sight of the Mutual Life 
building in 1727, that Benjamin Frank- 
lin is said to have conducted his ex- 
periments in electricity. This church 
was occupied by the British in 1775 and 
was used as a prison and subsequently 
as a riding school to train dragoons 
horses. The original: Mutual Life build- 
ing erected in 1884 consisted of eight 
stories. Later new sections were added 
and several other buildings in the block 
were absorbed so that now the whole 
block is occupied by the Mutual Life 
building, the company using more than 
half the total space. 

M. H. Kley, assistant secretary Met- 
ropolitan Life, will address a_ joint 
meeting of the Rotary and Kiwanis 
clubs of St. Louis June 7. 

E. C. Anderson, educational director 
of the Connecticut Mutual Life, was 
stricken with appendicitis in Indianap- 
olis. He was en route to Texas and, 
upon reaching Indianapolis, was rushed 
to a hospital, where an operation was 
performed. He is to be moved to the 
home of George K. Jones, general agent 
at Indianapolis, to recuperate. 


President G. I. Cochran and_Secre- 
tary S. F. McClung of the Pacific Mu- 
tual have been in the east on business. 
On the way there they stopped over in 
Chicago where they met Vice-president 
D. E. C. Moore and Vice-president W. 
C. Green, addressing a joint meeting 0! 
the three Chicago general agencies. 
Vice-president D. C. MacEwen, super- 
intendent of agencies, also was in Chi- 
cago. 


Col. W. E. Talbot, vice-president and 
agency manager of the Southland Life 
of Dallas, has been elected president " 
the Texas Howard Association, a We 
fare organization dealing especially with 
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men who have been sent to prison and 
completed their terms of service or 
released for good behavior. 


w. S. Bryan, agency supervisor of 
the General American Life, has received 
a citation for gallantry in action during 
the world war and in addition to an 
engraved certificate will receive a silver 
star. He was a first lieutenant in the 
asth Division and won his honors at 
the battle of Hilsenfirst, France, July 
6, 1918. 


A disabled war veteran, W. J. Miller 
of Wethersfield, Conn, whose legs were 
amputated after he crashed in an air- 
plane in France at the end of the world 
war, has in less than two months writ- 
ten more than $100,000 of business for 
the New York Life, according to A. H. 
Xeil, Jr.. Hartford manager. Other 
agents of the Hartford office who 
topped the $100,000 mark in a 60-day 
contest are G. M. Glassman, Hartford, 
and W. C. Muddle, West Hartford. 

Mr. Miller, who entered insurance 
work several days after the beginning 
of the contest, has been invited to 
speak at a company convention at Po- 
cono Summit, Pa. Because of his disa- 
bility, the company had hesitated to 
accept him, but did so finally at the 
recommendation of Commissioner H. 
P, Dunham. 

Eugene B. Stinde has rejoined the 
St. Louts general agency of the North- 


western Mutual Life. Since January, 
1928, he had been operating his own 
agency, placing business with a num- 


ber of companies. Mr. Stinde has been 
in life insurance about 28 years, spend- 
ing 22 years with the St. Louis agency 
of the Northwestern Mutual. He has 
produced upwards of $50,000,000 of life 
insurance, and for many years has been 
amember of the Million Dollar Round 
Table. 


Walter W. Head, president of the 
General American Life, is much in de- 
mand as a public speaker these days. 
He recently spoke at Westminster Col- 
lege in Fulton, Mo., and the following 
morning at a Rotary Club convention 





Press of business 


in Jefferson City. — ; 
duties has forced him to decline many 
other invitations. 


Arthur J. Hill of Los Angeles, Cali- 
fornia manager of the State Life, is be- 
ing honored by his agents in a special 
“Hill Month” campaign in recognition 
of his birthday anniversary May 20. 
This is Mr. Hill’s 21st year as State 
Life manager. He has built up a strong 
organization. He was engaged in the 
advertising business before going with 
the State Life. In April his agency 
led the entire country in new business, 
being 40 percent greater than that of 
April, 1933. May has proved another 
record breaking month. 

H. B. Hill of Springfield, Ill., presi- 
dent of the Abraham Lincoln Life, has 
been appointed by Governor Horner of 
Illinois as a member of the Illinois 
state commission for the 1934 Century 
of Progress Exposition at Chicago. The 
legislature appropriated $100,000 for the 


Illinois host building and other state 
exhibits at the world’s fair. 
David Gordon Pig Jr., 15-year- 


old son of Col. D. G. Hunter, agency 
vice-president of the Phoenix Mutual 
Life, is an accomplished pianist, re- 
cently making his concert debut at a 
successful recital-in Hartford. 


John S. Logan, who becomes Cleve- 
land manager of the Life of Virginia, 
succeeding A. W. Peterson, resigned, 
was born at Brockway, Pa., Dec. 5, 
1893. He started to work for a leather 
company at Ridgeway, Pa., and then 
enlisting in the national guard went to 
Mexico in military service. After re- 
turning from the world war as a major 
he went into the automobile business, 
becoming manager of a sales agency. 
He is a former basketball and football 
player. 


H. P. Brandon, advertising manager 
of the Columbus Mutual Life, is ex- 
pected to return to his desk this week 
after being confined to his home for 
seven weeks with neuritis. 








LIFE AGENCY CHANGES 





Goes to Connecticut Mutual 





Robert N. Waddell Becomes General 
Agent of the Pittsburgh Agency, 
Succeeding Lee Hemingway 












Robert N. Waddell, prominent Pitts- 
burgh life man, has been appointed gen- 
eral agent there for the Connecticut Mu- 





















ROBERT N. WADDELL 
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- Life, succeeding Lee D. Heming- 
pack resigned. Mr. Hemingway, imme- 
ately upon graduating from college, 












became associated with his father in rep- 
resenting the Connecticut Mutual in 
Pittsburgh. On the death of his father, 
in 1910, Mr. Hemingway became gen- 
eral agent. 

After graduating from Bucknell Uni- 
versity in 1919 Mr. Waddell engaged in 
the machinery business. In 1921 he first 
entered life insurance, becoming asso- 
ciated with the Pittsburgh agency of 
the Connecticut General. He _ subse- 
quently joined the Pittsburgh agency 
of the Massachusetts Mutual as produc- 
tion manager, later becoming general 
agent of the Fidelity Mutual. 

While at Bucknell University Mr. 
Waddell won not only high scholastic 
honors but also three freshman letters 
in baseball, football and basketball. In 
1919, his senior year, he captained the 
undefeated grid team. His fondness for 
athletics, especially football, led him to 
become a grid coach at Carnegie Tech, 


where he has been associated with 
Coach ‘‘Wally” Steffens for the past ten 
vears. More recently, when Judge 


Steffens has served merely in an advi- 
sory capacity, the actual coaching bur- 
den has fallen to Mr. Waddell. 

Mr. Waddell served as president of 
the Pittsburgh Life Underwriters As- 
sociation when the National association 
held its convention there three years 
ago. 





American National Appointments 


The American National of Texas an- 
nounces the following new  appoint- 
ments in the ordinary department: 

A. P. Jernigan has been appointed 
manager at Memphis. He obtained his 
early insurance experience with the 
Metropolitan. He later made a con- 
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Continue to 
Move Forward! 


HE financial position of this Company is 

stronger than ever before, with a record 
cash balance and no borrowed money... 
Entering the 23rd year of faithful service to 
the people of its territory. . . New Liberal 
commission and non-forfeitable renewal con- 
tract for competent underwriters. 


California-Western States Life 
Insurance Company 


Home Office: Sacramento 
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We Offer 


A diversified line of low net cost non-partici- 
pating life and annuity contracts. 


Substantial remuneration for the production 
and conservation of business. 


Paid requirements to earn full renewals sur- 


prisingly low. 





THE VOLUNTEER STATE LIFE 
INSURANCE COMPANY 
Chattanooga, Tennessee 
RICHARD H. KIMBALL, President 
All Contracts Made Direct With Home Office 














TWENTY-NINTH ANNUAL STATEMENT 


American National Insurance Company 
Is Conclusive Evidence of Its Remarkable Stability and Growth 


W. L. Moody, Jr., President 
Shearn Moody, Vice-President 


W. J. Shaw, Secretary 
E. L. Roberts, Vice-President 
(In Charge Ordinary Agencies) 


FINANCIAL STATEMENT, DECEMBER 31,. 1933 


ASSETS 
Cash and Government Securities: 
GRE) Go 56 bacubudcesunauscscwensekecouen $2,065,732.32 
U. S. Government Securities.............. 3,051,832.43 $ 5,117,564.75 


ey 


1,067,494.46 


State, Municipal, Public Utilities, Industrial and Miscellaneous 


Bonds and Stocks..... 
Mortgage Loans ......... 
Collateral Loans ......... 


ee) 
ee oY 


Policy Loans and Premium is cpt ne 
Real Estate, including Home Office Building...........0..0+ 
Real Estate (Gontract of Sales ...o.o6.00:s0c00-00ssiscesiesseawiee's 


a 


10,706, 196.33 
15,452,014.45 
1,033,645.00 
6,451 ,197.13 
6,514,589.00 
1,719,874.38 
987,388.25 
1,037,907.58 


USE koue seh canoes oNansanhe ee 243,769.62 
ee re $50,331 ,640.95 


LIABILITIES 
Net Reserve {American Experience Table, 3 and 3!/%).... $39,142,071.10 
Reserve for Death Losses and Maturities in Process of Adjust- 

(| PAE ee ee Ee OT oe aon 386,603.81 
ROSIE Ol NANOS obs ce sa waick saa eeu aenauee onan eases 185,576.93 
MIIECONMANE DUS AEISINNOS: 5:05), vas bs 66a ses ee tee enemies 828,520.21 
SAP ete Oe ik. CckER Ge cocuechawcuse eee $2,000,000.00 
INVESTINERT ROSOIVG << 5 oss io.0:6 Wicd Gwe aoe s ranged 2,250,000.00 
BiG eerie cies acre nines cone cone 5,538,868.90 
Sunplus Security T6 Policyholders: o.....<.<cias.oi.siec-o0 bakin oie 9,788,868.90 


TOTAL LIABILITIES 
Rae accep ee Ree Cee $486,962,452.00 


Life Insurance in Force.... 
Monthly Income Exceeds 


Paid Policyholders since Organization...........ccceccecees 
Gains Registered in 1933 

Insurance in Force 

BEE: 


ee 


‘ucecketenucesesuecesshhtae eee $50,331 ,640.95 


1,200,000.00 
60,388,959.32 


4,207,856.00 
884,140.06 
263,112.13 





nection with the Missouri State Life 
and remained with it until he was 
made manager at Memphis for the Lin- 
coln Reserve: Life. 

R. E. Warne has been appointed 
manager at St. Louis. He has been 
with the Acacia Mutual. His first ex- 
perience was with the Western & 
Southern. 

C. C. Dudley has been appointed 
general agent at Twin Falls, Ida. He 
formerly represented the Continental 
Life of St. Louis. 

W. H. Coleman has been appointed 
manager at Springfield, Mo. He suc- 
ceeds General Agent C. C. Garton, de- 
ceased. Mr. Coleman has had a num- 
ber of years’ experience in the business 
having formerly been with the Missouri 
— Life and the Abraham Lincoln 

ife. 


North American Changes 


The North American Life of Chicago 
has appointed C. C. Hammond general 
agent at Wichita, covering the southern 
half of Kansas, and J. R. Wells, general 
agent at Denver for Colorado. Both 
formerly were connected with the Cen- 
tral States Life. Mr. Hammond has 
opened his new agency in Wichita, hav- 
ing as associates S. M. Osburn, agency 
supervisor, and S. D. Unruh, special 
agent. 


McCormack General Agent 


E. J. McCormack, formerly vice-presi- 
dent of the Columbian Mutual Life, has 
been appointed home office general 
agent by the Commonwealth Life of 
Louisville. Mr. McCormack, prominent 
in Memphis, served two terms as vice- 
president of the National Association of 
Life Underwriters, two terms as presi- 
dent of the Memphis association and 
formerly was connected with the Minne- 
sota Mutual Life. 








E. P. Rothrock 


The Imperial Life of Asheville, N. C., 
has opened its 20th district at Leaks- 
ville, N. C., appointing E. P. Rothrock 
of the High Point, N. C., agency as 
manager. Mr. Rothrock started at 
Hickory, N. C., as an agent, May 18, 
1931. He has made an excellent record. 


W. A. Fosdick, H. A. Derby 


W. A. Fosdick and H. A. Derby have 
formed a partnership in a new agency 
in Dallas, Tex., representing the State 
Life of Indiana. Mr. Fosdick has been 
agency director of the Chapman & 
Rinker agency of the State Life there 
ten years. Mr. Derby has been with 
the same company about two years. 


R. G. Williamson 


The appointment of R. G. William- 
son as manager of the Jacksonville, 
Fla., agency of the Union Central Life, 
succeeding the late C. H. Royalty is 
announced by Vice-President Jerome 
Clark. He is president of the Jack- 
sonville Association of Life Underwrit- 
ers. He has been, affiliated with a 
Jacksoniville agency as district man- 
ager. 











F. H. Ragsdale 


The Lamar Life has appointed F. H. 
Ragsdale co-manager for Texas, except 
the Houston district, as a partner of J. 
Y. Webb of Dallas. Mr. Webb has 
been a state manager for the Lamar 
Life for ten years. He has had 35 
years of experience in agency work. 
Mr. Ragsdale, with 21 years of experi- 
ence in Texas, is known in agency 
work in Dallas, Waco and El Paso. 
The Dallas office of Webb & Ragsdale 
is in the Construction building. 


George C. Eichlitz & Co. 





The Guarantee Mutual Life of Omaha 
has appointed G. C. Eichlitz & Co., one 
of the largest general insurance agen- 
cies in San Antonio, with offices at 228 
West Commerce street, as district man- 
agers for several counties in southern 


—= 





plete its agency service, and has named 
S. C. Pilcher, formerly with the Old 
Line Life of Milwaukee, and at one 
time with the Aetna Life in New York 
City, as manager of the new depart- 
ment. Mr. Pilcher, who is a graduate 
of Vanderbilt University and Columbia 
law school, has devoted several years 
to life insurance sales and organization 
work. 





C. F. Lundquist 


C. F. Lundquist, formerly manager 
in Chicago for the American Bankers, 
with his territory comprising a num- 
ber of northern Illinois counties, has 
been appointed field assistant in the 
Chicago branch office of the Travelers, 
He has had ten years’ experience jn 
agency building, training in home office 
and field. 





C. B. Gardiner 


C. B. Gardiner of Texarkana has 
been made general-agent for southwest 
Arkansas of the National Equity Life 
of Little Rock. 





Life Agency Notes 





G. N. Lanphere, an agent of the North- 
western Mutual in Ithica, Mich., for six 
years, has been appointed district agent. 

A. R. Wager has been appointed Los 
Angeles general agent of the Montana 
Life. He was formerly Los Angeles gen- 
eral agent of the Great Republic Life. 

C. W. Toon, cashier of the Alford Gus- 
tafson Louisville agency of the Union 
Central Life, has been transferred to the 
G. A. Webster San Francisco agency. 

Cc. A. King of San Antonio, who has 
been in agency work for the Life of Vir- 
ginia for a number of years, has been 
appointed acting manager for southwest 
Texas. 

M. S. Dickson of San Antonio has been 
appointed general agent of the United 
Mutual Life for southwest Texas, with 
offices at 611 Maverick building, San 
Antonio. 

H. E. Wright and L. G. Elhart have 
been appointed general agents of the 
Occidental Life in charge of the Glen- 
dale and San Fernando valley territory, 
with headquarters at Glendale, Cal. 

Cc. R. Axford, who has been with the 
Northwestern National, and H. C. Fowler 
have formed the Fowler & Axford agency 
in Pontiac, Mich., to represent the Cen- 
tral Life of Des Moines. 

Hubert Toler, formerly special repre- 
sentative of the Great American Life of 
San Antonio at Sweetwater, Tex., has 
been transferred to Palestine, Tex., as 
district manager. 

John Crawford has assumed his duties 
as supervisor for the St. Louis district 
of the Penn Mutual Life. He entered 
the life insurance business about a year 
ago. Prior to that he was in the mort- 
gage loan business. He is a graduate 
of the University of Missouri. 

B. J. Mackey, former New Jersey claim 
manager for the Bankers Indemnity and 
former president of the New Jersey 
Claim Association, has entered life insur- 
ance with the Arthur Derr agency of 
the Aetna Life in Newark. 


N. Y. Governor Acts on Bills 


Governor Lehman of New York has 
signed the measure prohibiting insul- 
ance companies from making loans to 
officers, directors and trustees. Viola 
tion of the law is made a misdemeanor. 
The governor has yetoed a number o! 
other measures, including the Garnjost 
bill, which would have changed the ba- 
sis of taxing premiums for the benett 
of firemen’s associations. He vetoed the 
Ives bill which would have permitted 
advance premium cooperative fire com 
panies to do business in New York City. 
He vetoed the Conway bill giving ma 
datory preference on court calendars, ' 
actions against insurance compamies. 
He signed the Moran bill, which t 
lieved life and casualty companies oper 
ating on the assessment plan under wail 
tion 210-a from indicating on tel 
policies that they operate on the assess 
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NEWS OF THE COMPANIES 





Offers Basis for Settlement 





Q’Malley Gives Terms on Which Action 
for Liquidation of Continental 
Life Will Be Withdrawn 





A basis upon which settlement of the 
receivership action against the Conti- 
nental Life of St. Louis may be effected, 
has been offered by the Missouri insur- 
ance department. 

One condition laid down by Super- 
intendent O’Malley is that the Continen- 
tal Life raise $250,000 new money and 
transfer $250,000 of its present $500,000 
capital to surplus account. 

Another condition is that a directorate 
satisfactory to Superintendent O’ Malley 
be elected. The receivership suit is now 
before Circuit Judge Ryan of St. Louis 
for a decision. 

The Continental Life has expressed 
willingness to enter an agreement 
whereby six directors would be nomi- 
nated by O’Malley, six by the Conti- 
nental Securities and Holding Company 
and a 13th who would be suitable to 
O’Malley. The company has not as- 
sented to the demand that the addi- 
tional money be raised. 


Pacific States Life Deficit 
$250,000 on 1933 Operations 


DENVER, May 24.—Disbursements 
of the Pacific States Life, which was 
recently forced to submit to the Colo- 
rado insolvency act on account of frozen 
assets, exceeded its total income in 1933 
by more than $250,000. 

Included in its total income of $1,- 
423,856 were: Premiums, $594,417; acci- 
dent and health income, $223,312, and 
rents and interest, $266,242. 

Claims and operating expenses of the 
accident and health department totaled 
$267,225, or about $44,000 more than was 
taken in in this department. Death and 
other settlements in the life department 
totaled $200,859, and surrender values 
$587,782. Salaries of officers and home 
office employes were $95,435, and mis- 
cellaneous salaries and expenses, includ- 
ing the conservation department, $104,- 
135. Expenses in connection with mer- 
gers were $59,711. 

In recent years the following com- 
panies were absorbed by the Pacific 
States Life: Farmers Life, Denver; 
Elkhorn Life & Accident, Norfolk, Neb.; 
Fidelity Reserve Life, North Platte, 
Neb.; Sierra-Nevada Life & Casualty, 
Oakland, Cal.; Lewis & Clark Life, 
Great Falls, Mont.; Sterling Life, Health 
& Accident, Los Angeles; Chicago Na- 
tional; Phoenix National Life; Union 
National and Liberty National of Mis- 
sourt. The real estate obtained from 
these various companies was responsible 
in large part for the Pacific States Life’s 
difficulties, the Colorado insurance de- 
partment reported. 

Outstanding insurance of the Pacific 
States Life at the close of 1933 was 
$16,830,163. Total assets were listed at 
$4,788,165, and the capital stock, $250,- 
000. Unassigned surplus, $52,256. W. L. 
Vernon is president; W. L. Smith and 
=O). Longnecker vice-presidents, and 
L. D. Collins, secretary-treasurer. 








Decrease in Policy Loans 


Better business conditions and in- 
creased general economic welfare are in- 
dicated in Lincoln National Life policy 
loan figures for April, 1934. They show 
a 57 percent decrease in the number of 
a Policy loan applications from April, 

32, the last year when there were no 
restrictions on this activity. The de- 
“magp in number of policies surrendered 
or April, 1934, against April, 1932, is 12 
< ategged and for every month of 1394 
‘inal ebruary a steady decrease of the 

al amount of policy loans outstanding 


RFC Loan, Death Claims Paid 


Receiver of National, U. S. A., Makes 
Full Settlement on Advance; Her- 
cules Pays Out $1,200,000 








Retirement of the $651,674 remainder 
of an RFC loan to the National Life of 
U. S. A., Chicago, and payment of all 
accumulated approved death claims and 
other beneficial interests which had ac- 
crued, are announced. Receiver P. J. 
Lucey made full settlement of the RFC 
loan, which when he took charge in Oc- 
tober, 1933, amounted to $1,145,633. 

Practically all accumulated death 
claizus of the National Life of U. S. A. 
have been paid, save those in process, 
or being contested, General Manager 
Carl L. Odell of the Hercules Life 
stated this week. The sum paid out is 
practically $1,200,000. Mr. Odell states 
the National Life fund, in spite of this 
heavy withdrawal, is in strong cash and 
liquid condition. 

It is expected that Receiver Lucey 
will report recommendations about 
June 9 as to claims to be allowed 
against the segregated assets of the Na- 
tional of U. S. A. 


Saufley Confirmed as Receiver 


S. M. Saufley, former Kentucky in- 
surance commissioner, has been con- 
firmed as ancillary receiver in that state 
for the Missouri State Life by the fed- 
eral court. An application to dismiss 
the ancillary receiver was denied. 

In overruling the motion to dismiss 
the Kentucky receiver, the judge held 
that foreign corporations in Kentucky 
are amenable to the Kentucky consti- 
tution and can not operate in that state 
on terms more favorable than those 
granted Kentucky corporations. He 
ruled that Kentucky policyholders, 
stockholders and other creditors would 
not, therefore, be compelled to go to 
Missouri to prosecute claims against 
the bankrupt institution. 

Mr. Saufley was appointed by Judge 
Shackelford, Madison circuit court, and 
former Judge Allen, Jefferson circuit 
court. Subsequently Judge _ Ford, 
Franklin circuit court, appointed W. P. 











as been noted. 


Tate of the insurance department as re- 
ceiver for Kentucky. After the com- 
pany asked dismissal of the Kentucky 
receivership, Mr. Tate withdrew. 

The Missouri State had almost $3,- 
000,000 in force in Kentucky and assets 
of more than $500,000. 





Hoffman Agency Director 


J. W. Hoffman has been appointed 
agency director of the North American 
Life of Chicago at the home office, 
covering the Illinois territory. His 
home at present is in Jacksonville, Ill. 
He will move either to Peoria or Chi- 
cago. Mr. Hoffman formerly was vice- 
president of the American Bankers 
of Jacksonville, Ill., with which he was 
connected some 20 years. 

The North American May 15 started 
a 10-weeks “Man to Man” production 
contest, in which each agent is pitted 
with another of about equal ability some- 
place in the country. 


New Canadian Claim Manager 


A. S. Bourinot has been appointed 
manager of the Canadian claim division 
of the Metropolitan Life at Ottawa, suc- 
ceeding the late Roy W. Reed. He 
was appointed chief clerk in the claim 
division in 1929, and was made solici- 
tor in 1930, which office he will con- 
tinue to hold. 





Cooper Sun Life Comptroller 


MONTREAL, May 24—The Sun 
Life of Canada has appointed J. J. 








F sealiaiiies Life 


Strength 
Commands Confidence 


PEopLe today are much more apt to ask, 
“How strong is your company,” than “How 
big is it?” Scranton Life, because of its con- 
tinued effort to be not one of the largest but 
one of the strongest, measures up with the 
best in such a test. 





Field men also judge a company by 
the character of its agency relations, 
such as the personal interest element, 
apparent in all Scranton Life’s deal- 
ings with its representatives. 








Some Exceptionally Good Territory 
Open to Enterprising Agents 





Seranton Life Building 


FOR INFORMATION ADDRESS 


THE SCRANTON LIFE 














Walter P. Stevens, President 


SCRANTON, PENNSYLVANIA fv 














Massachusetts Mutual 
a synonym for 
quality and excellence 
in 
Life Insurance 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 








Cooper to the newly created position of 
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The Columbus Mutual 
OFFERS 


First—LOW COST INSURANCE TO SELL. 
Second—LIBERAL COMMISSIONS FOR SELLING IT. 


(An Unusual Combination) 


Third—IDEAL WORKING CONDITIONS. 


Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 
No one to interfere, dictate or coerce— 
Every influence helpful, inspirational— 


Reward determined not by chance, by guess, 
or by favoritism, but by results— 


The larger the production, the higher the rate 
of compensation— 


You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 


. 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 





































PROTECTIVE LIFE INSURANCE CO. 
INSURANCE IN FORCE BY YEARS _ 5,; 31: 


1907 1909 1913 1915 1917 1919 1921 1925 1925 1927 1933 


RECORD OF GROWTH 
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comptroller. Mr. Cooper will hereafter 
supervise the head office and branch 
office staffs in routine matters. Mr. 
Cooper is a fellow of the Actuarial So- 
ciety of America and an associate of 
the Institute of Actuaries of Great 
Britain. 





Celebrate 15th Anniversary 

The 15th birthday of the Lincoln 
Liberty Life of Nebraska was celebrated 
recently. Talks were made by O. L. 
Holland, Ira Crook, Joseph Albin and 
Harold Schwenker, company executives. 





North American Life 


The North American Life of Chicago 
so far in May is 50 percent ahead in 
production of the same period in May 
last year. The company also showed 
pluses in March and April. Several 
regional meetings recently have been 
held, one at Columbus and another at 


Indianapolis. There will be a regional 
meeting later in the summer at St, 
Louis. 


Takes Over Oklahoma State 


J. B. Thompson, operating receiver 
for the Oklahoma State Life of Okla- 
homa City, a mutual benefit assessment 
association, has taken charge of all com- 
pany operations and assets. It has $1,- 
500,000 business in force and $20,000 
assets, according to Leonard Savage, 
assistant Oklahoma commissioner. 








Company Notes 


E. H. Norene, assistant superintendent 
of agencies Connecticut Mutual Life, is 
in Omaha instructing Nebraska agents, 

H. J. Brown, aSsistant secretary Pa- 
cific Mutual Life, has returned to the 
home office after visiting Texas agencies, 

Thomas Jory, who has been superin- 
tendent in the Windsor district of the 
London Life, has been appointed field 
instructor, to take over the training 





school work in Toronto. 








As SEEN FROM CHICAGO 





TO CONCENTRATE IN CHICAGO 


L. R. Lunoe, superintendent of agents 
of the Mutual Trust Life, who recently 
assumed his position at the home of- 
fice in Chicago, is going to devote the 
next several months to developing the 
company’s agency plant in its home 
city. The Mutual Trust has had a satis- 
factory growth in many sections of the 
middle west and in New England, but 
in the past, the company’s officials feel, 
not enough attention has been given to 
the creation of a satisfactory agency 
force in Chicago. Accordingly, Mr. 
Lunoe will concentrate on the problem 
of establishing a larger agency organ- 
ization in Chicago and, as a first step, 
plans to appoint two unit managers. 

ee 
WALTER JOLLEY PROMOTED 


A. E. Patterson of Chicago, general 
agent Penn Mutual Life, following the 
promotion of W. J. Nenner, agency 
cashier and office manager, to the home 
office as assistant to the agency vice- 
president, has appointed Walter Jolley 
agency cashier. Mr. Jolley is now a 
supervisor in the agency. He is a grad- 
uate of the University of Illinois and 
played end on the football team for 
three years. He joined Mr. Patterson’s 
office July 1, 1930, took the training 
course, had a term in office work, then 
started out as an agent and later became 
supervisor. Miss Louise Scott, who has 
been six years in the accounting de- 
partment of the agency, is appointed 
assistant cashier. 

* * 
PORTER IN HOTEL SERVICE 

C. J. Porter, former Illinois state 
manager of the New Amsterdam Cas- 
ualty, later manager of the Royal In- 
demnity in Chicago and then connected 
with the casualty department of Moore, 
Case, Lyman & Hubbard, Chicago 
agents, is manager of the Approved 
Hotel Service with office at 520 North 
Michigan avenue, Chicago. This organ- 
ization represents 115 hotels on the 
north side in Chicago with rooms at 
various prices. It is specializing on 
Century of Progress people, arranging 
for their hotel accommodations. There 
is no charge for the service. In addi- 
tion to the 115 north side hotels, there 
are affiliated hotels on the south side, 
bringing the number in the group to 
125. 

Kok ok 
HINTZPETER AGENCY CONVENTION 


The Hintzpeter field club of the Mu- 
tual Life branch in Chicago held its an- 
nual meeting, more than 100 agents 
being in attendance. This is an annual 
affair which attracts much interest. The 
agent with outstanding accomplish- 
ment during the past 12 months’ pe- 
riod, who has proved most valuable to 
the agency, is presented the Hintzpeter 
field club cup, upon which his name is 











inscribed along with the winners in 








previous years. P. W. Duffy, who has 
been with the agency ten years and is 
a retired lieutenant who was in the Chi- 
cago police department for 21 years be- 
fore resigning in 1925, was selected as 
the winner for 1934. M. E. Hickey 
was chairman. N. H. Weiss, who do- 
nated the cup to the agency in honor 
of his mother, made the presentation to 
Mr. Duffy at the banquet held in his 
honor. 
* * * 
SPIVAK APPOINTED ASSOCIATE 


Fred Fleischer, Chicago general agent 
of the Abraham Lincoln Life, has ap- 
pointed A. Spivak associate manager. 
Mr. Spivak was formerly connected 
with the Security Mutual Life of New 
York. The Fleischer office has had a 
30 percent increase in business for the 
first four months this year and collec- 
tions have improved 40 percent. Addi- 
tional office space is contemplated. 

ae ok uk 
SPAULDING SHOWS GAIN 


The R. E. Spaulding general agency 
of the Mutual Life of New York in 
Chicago is 30 percent ahead in number 
of applications. The agency has com- 
pleted a ten weeks evening instruction 
course in charge of Manager Spaulding, 
I. B. Jacobs, educational director, and 
Talmadge Smith, agency organizer. 








News of Pacific 
Coast States 

















Many Utah Licenses Refused 


State Code Authorities Have Turned 
Down Over 100 Applicants So 
Far, Sanders Reports 








SALT LAKE CITY, May 24— 
Rulon Sanders, executive secretary ° 
the board of control of the Utah state 
insurance code, reports that more than 
100 licenses have been refused, many ° 
them on account of inability of appli- 
cants to show they would devote sull- 
cient time to insurance to warrant 
granting a license. In a number ° 
cases it was obviously a case of some 
one wanting to get the commission of 
his own business or that of a frien 
or a customer. The code authorities 
are also paying considerable attention 
to the general reputation and character 
of applicants. . 

The Utah code demands that in coun- 
ties with 5,000 population or more, 4 
life agent must devote all his time to 
life insurance. In other sections bes 
must devote the greater part 0 ” 
time to it. In fire and casualty real es 
tate and loan offices must have a com 
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petent, full-time man for the insurance 
department. 





Averill’s Aviation Exciusion 


Commissioner Averill of Oregon has 
issued an “aviation exclusion amend- 
ment,’ to be attached to life policies in 
his state. The clause reads: 

“Tt is hereby agreed, and this policy 
js issued upon the express condition 
that this policy shall not cover death 
of the insured resulting directly or in- 
directly from service, travel or flight, 
whether as a passenger or in any Ca- 
pacity, in, on or about any kind of air- 
craft, or from falling or in any other 
manner descending therefrom or there- 
with; and that, in event of such death, 
the liability of the company under this 
policy and under any paid-up or ex- 
tended insurance hereunder, and under 
any policy issued in exchange for this 
policy, shall be limited to the return of 
all premiums paid plus 3% percent in- 
terest, less any indebtedness to the 
company, any provision of such policy 
to the contrary notwithstanding.” 


Celebrates 30th Anniversary 


Clement J. Sauter of Seattle, Wash- 
ington manager for the Equitable Life 
of New York, celebrated his 30th anni- 
versary with the company May 13. A 
dinner was held May 12 with Man- 
ager J. H. Harrop of Salt Lake City 
as guest of honor. Mr. Harrop is a 
brother-in-law of Vice-president Kling- 
man. W. H. Glines, Pacific Coast man- 
ager of agencies; T. H. Groves, man- 
ager at Portland, and C. H. McCoy, 
manager at Spokane, attended. The 
Seattle agency has put over a testi- 
_ production drive in Mr. Sauter’s 
lonor. 


Test Tax on Annuities 


OLYMPIA, WASH., May 24—A 
test suit to determine whether a state 
lav imposing a tax on life insurance 
premiums can be enforced on annuity 
contracts has been instituted in the 
Thurston county superior court. The 
action was brought by the Mutual Life 
of New York which seeks to enjoin 
Commissioner W. A. Sullivan from col- 
lecting the state insurance tax on its 
1933 annuity contracts and annuity pre- 
miums. 


Pacific Northwest Agencies Win 


The big yearly contest in the Pa- 
cific Coast division of the Equitable 
Life of New York. Between the Tri- 
State agency of Salt Lake City, J. H. 
Harrop, manager, and the three Pacific 
Northwest agencies, Spokane, Seattle 
and Portland, has just closed. The Pa- 
cific Northwest agencies won by 18 ap- 








Moves to Coast 











DR. C. J. ROCKWELL 
Dr. C. J. Rockwell of Cincinnati, well 


known life insurance educator, will 
shortly move to Los Angeles and will 
have charge of the life insurance course 
of the University of Southern Cali- 
fornia. In Cincinnati, in addition to his 
general educational work for companies 
and life underwriters’ organizations he 
has been at the head of the life insur- 
ance course at the University of Cin- 
cinnati. Dr. Rockwell’s health has 
greatly improved since he left the Lake 
Michigan atmosphere of Chicago and 
got farther inland in Cincinnati. How- 
ever, he is told that the southern Cali- 
fornia atmosphere will build him up 
even more vigorously.. Dr. Rockwell 
has a wide reputation and is a progres- 
sive life insurance educator. 








plications. The combined volume for 
the 30-day contest totaled 1,122 applica- 
tions for $3,617,048, which is an ap- 
preciable increase over same contest a 
year ago. 

W. H. Glines, manager of agencies 
for the Pacific Coast reports that his 
division 11 western states) had a total 
volume for the first four months of 
1934 of $23,357,989, which is 14 per- 
cent over its allotment. 


Hammond Expands Agency 


W. M. Hammond, Aetna Life general 
agent for southern California and Ari- 





zona, has opened a branch in Pomona, 
Cal., in charge of George Littlefield, as- 
sistant general agent, who has been 
transferred from San Bernardino. The 
new office is in the Progress-Bulletin 
building. Mr. Littlefield is succeeded by 
Ray N. Halsey as assistant general 
agent, new quarters being established in 
the Anderson building, San Bernardino. 
The Phoenix, Ariz., agency has doubled 
its office space in "the Luhrs building. 
R. B. Wegeforth, assistant general 
agent, is in charge of that territory. 
The past 30 days his agency has writ- 
ten over $140,000 new life insurance, 
plus a substantial amount of accident 
and group. 

General Agent Hammond reports that 
the business of his agency as a whole 
shows an 18 percent increase for the 
year. 








NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 








Values and Charges in Policy Literature, Rate 
Books, etc. Supplementing the “Unique Manual- 
Digest,” sullihal annually in May at $5.00 and the 





“Little Gem” published annually in March at $2.00 

















Guarantee Mutual Life 


The Guarantee Mutual Life of Omaha 
has announced seven new juvenile pol- 
icies providing for full death benefit at 
age 5, with annual premiums slightly 
higher than those for the standard 
series of juvenile policies issued for 
several years, with full death benefit at 
age 10. The new policies, which are 
being issued on the 20-payment life, 20- 
year endowment, and endowments at 17, 
18, 19, 20 and 21, are participating be- 
ginning with the end of the third policy 
year, and are available with or without 
payor waiver of premium benefits. 





Federal Union Life 

The new president of the Federal Un- 
ion Life of Cincinnati, Judge C. C. Wil- 
liams, announces to the field force that 
the company is discontinuing the ‘“Cent- 
A-Day Policy,” in which the premium is 
$3.65 and the “emergency benefit policy,” 
on which the premium is $5 per year. 


Can’t Deduct Depreciation - 
WASHINGTON, May 24.—Insur- 
ance companies may not deduct depre- 
ciation on the buildings they occupy, in 
making tax returns, unless they also in- 





clude in their reports a “fair return” 
rental value on the property, it was held 
by the United States Supreme Court. 
The ruling of the court was rendered 
in cases brought by the Independent and 
Rockford life insurance companies to de- 
termine the validity of provisions in the 
revenue law that the rental requirements 





should apply to insurance companies. | 








Accident-Health 
Field News 

















To Extend Association Scope 





Word “Managers” May Be Dropped 
from National Body’s Title, Col- 
lins Tells Detroit Club 





DETROIT, May 24—Suggested 
changes in the name and setup of the 
National Association of Accident & 
Health Managers were discussed at a 
meeting Monday of the Accident & 
Health Managers Club of Detroit by J. 
P. Collins, agency supervisor National 
Casualty and past national president. 

Mr. Collins, in reporting on the ex- 
ecutive committee meeting in Cleveland 
recently, said plans are under way to 
change the name of the association to 
the National Accident & Health Associ- 
ation, so that it will more nearly repre- 
sent the membership, since several of 
the larger clubs affiliated with the na- 
tional body admit salesmen as well as 
managers to their rolls. 

The suggestion to confine the use of 
the term “income protector” to mem- 
bers of the clubs affiliated with the na- 
tional association met with approval at 
the executive committee meeting and 
will be brought up at the convention in 
Cleveland, June 7-9. The regional 
vice-presidents will be replaced this 
year, if the suggestions are followed by 
the membership, he asserted. 

Mr. Collins was elected official dele- 
gate from the Detroit club and plans 
were made to get together a sizable dele- 
gation from Detroit. 


R. A. Brown Is New Head of 


Inter-State Business Men’s 








Robert A. Brown has been elected 
president and treasurer of the Inter- 
State Business Men’s Accident of Des 
Moines to take the place left vacant by 
the recent death of his father, Ernest 

Brown. 

R. A. Brown has been the first vice- 
president and general field manager of 
the company. He has been active in the 
company for a number of years. 


Plan Summer Contests 
Managers of the Mutual Benefit 
Health & Accident and United Benefit 
Life in Illinois, Indiana, Michigan, Ohio 
and Kentucky are arranging for a 13- 








contracts. 


SAINT LOUIS 





W E offer children’s insurance as one of the 
“extras” you can have in your sales kit and invite your consideration 
of our juvenile policies as well as our complete line of standard policy 


Write for your copy of Field Features. 


Address agency inquiries to J. DeWitt Mills, Vice-President. 


most interesting 


**Sell Registered Policies’ ; 


Central States Life Insurance Company 


GEORGE 





GRAHAM, PRESIDENT 
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/ reasons why 
Occidental Life zs, 
“Winning the West 


1. Highly-salable life insurance policy forms. 

2. A company of unquestioned financial sta- 
bility. 

3. A highly-satisfactory, liberal agency bonus 
contract. 


4. An outstanding advertising program that 
furnishes real live leads. 


Here are the four reasons why the Occidental Life Insurance 
Company of California has just concluded a banner year— 
why it will win still higher production marks during 1934. 


Agencies now in western states, Alaska, Canada, Hawaiian 
Islands and treaty ports of China. Openings available for live 
and aggressive agencies and men. 


Occidental Life Insurance Company 
of California 
Old Line Legal Reserve Life, Accident, Health 
Home Office, 548 S. Spring St., Los Angeles, Calif. 


V. H. Jenkins, Vice President, in charge of production. 














MUTUAL TRUST 


LIFE INSURANCE COMPANY 






EDWIN A. OLSON 
PRESIDENT 


cuIicaco 
tLLINOIS 


“AS FAITHFUL AS OLD FAITHFUL 
e 


THE ONLY ILLINOIS MUTUAL FULL LEVEL 
PREMIUM RESERVES COMPANY AND ONE OF 
24 SUCH COMPANIES IN THE UNITED STATES. 


One continuous management throughout its entire history 
of 29 years. 


Came through the depression stronger than ever and 
increased its assets, special reserves and surplus each 
and every year. 


Operates in the East as well as the West: 


Maine New Jersey Minnesota 

New Hampshire Ohio North Dakota 

Vermont Michigan South Dakota 

Massachusetts Wisconsin California 

Rhode Island illinois Washington 

Connecticut lowa Oregon 
Nebraska 


MEN WHO BELIEVE THEY HAVE GENERAL AGENCY 
QUALIFICATIONS MAY OBTAIN FULL PARTICULARS 
BY ADDRESSING THE AGENCY DEPARTMENT. 




















weeks summer contest covering those 
five states and will hold a meeting in 
Indianapolis, June 1, to complete ar- 
rangements for it. The managers par- 
ticipating are C. T. Redfield, Chicago; 

. S. McGurk, Indianapolis; E. B. 
Brink, Detroit; H. E. Travis, Columbus, 
O.; W. E. Cox, Louisville, and A. H. 
Harris, Springfield, Ill. They are 
launching this contest entirely on their 
own initiative. It will be entirely their 
own affair and not a home office prop- 
osition. 

A conference of the leading managers 
of the Mutual Benefit is to be held at 
French Lick, Ind., in September and it 
is planned to have the winners in this 
contest there immediately following the 


——— 


managers’ meeting. It is expected that 
between 100 and 125 will qualify for 
attendance at that meeting. 


Observe Accident-Health Week 
LOS ANGELES, May 24.—With the 








week of June 4-10 designated by procla- 
mation of Governor Rolph as Accident 
& Health Week, all agencies here will 
conduct a special campaign for new 
business that week. The leaders of the 
respective agencies in new business for 
that week will be special guests at a 
banquet to be given by the Los Angeles 
Accident & Health Managers Club. The 
club invited more than 100 prospective 
new members to its meeting this week. 








NEWS OF LIFE 


ASSOCIATIONS 





Hold Michigan State Meeting 





Joint Session With Detroit Managers’ 
Club Features Spring Convention 
in That City 





DETROIT, May 24.—Three dele- 
gates from each of the local associa- 
tions in the state attended the spring 
convention of the Michigan Association 
of Life Underwriters, with President J. 
A. Pino, Lansing, district agent Mutual 
Benefit, presiding. P. J. Crandall, Flint, 
is first vice-president; Clarence Yates, 
Ann Arbor, second vice-president, and 
H. B. Thompson, Detroit, secretary- 
treasurer. 

The May meeting of the Associated 
Life General Agents & Managers of 
Detroit was combined with the state 
meeting. At a joint session, with pres- 
ent-day recruiting practices as the 
theme, R. E. Olmsted, Penn Mutual, 
outlined modern recruiting practices 
from the standpoint of the general 
agent and Donald Machum, Manufac- 
turers Life, handled the same problem 
from the manager’s standpoint. 

The opinion was expressed that the 
salvation of the business, from the view- 
point of both the producer and the gen- 
eral agent or manager, lies in restrict- 
ing recruiting to worthwhile prospective 
agents, who should be promptly dropped 
if they do not fit into the picture and 
give promise of becoming active, ag- 
gressive producers. C. A. Macauley, 
president Qualified Life Underwriters 
and authority on regulation and licens- 
ing of agents, discussed the weeding out 
of misfits in the business. 

The managers and agents separated 
for luncheon, discussing some of their 
more pressing individual problems at 
these sessions, after which separate 
meetings were held. At the state as- 
sociation session several problems were 
considered, including a discussion of 
plans for the convention of the National 
association in Milwaukee Sept. 24-28, 
plans for the state convention in No- 
vember and preliminary reports from 
the various committees. 

* Gk Ge 

Oakland, Cal.—At the East Bay associ- 
ation meeting, John Evans, supervising 
auditor of the state board of equalization 
of California gave a talk on “Sales Tax.” 
H. C. Brown, manager Prudential, talked 
on “Combating the Professional Auditor 
and Twister.” Assistant Manager E. T. 
Engle played the part of assured and 
Mr. Brown as the agent of a legal re- 
serve company. A specific case involving 
$200,000 insurance in several companies 
with the use of an audit was staged. 

ee: 

Texarkana, Ark.—C. M. Wilson has 
been elected president; V. A. Pate, vice- 
president; Mrs. Maude Farrar, secretary- 
treasurer. 

The local association is making plans 
for the Arkansas association meeting 


May 26. Invitations have been sent to 
associations in Arkansas, Texas and 
Louisiana, 


* *K * 


Chicago.—P. G. Dallwig, vice-president 
of the Chicago association and editor 
of its publication “Life Values.” whe 
according to custom would be elevated 





to president at the annual meeting in 
June, has announced that he will be un- 
able to accept this honor due to pressure 
of work. Mr. Dallwig also is resigning 
his editorial duties. He has been a mem- 
ber of the board for two years. It is 
practically certain that T. F. Lawrence, 
manager Reliance Life, who the last year 
was chairman of the general agents and 
managers division of the association, will 
be elected president. Selection of « new 
editor for “Life Values” has not yet been 
made. 
* * * 

Springfield, O.—At the May meeting, 
R. B. Hull, managing director National 
association, spoke. The junior chamber 
of commerce cooperated with the life 
underwriters association and many promi- 
nent citizens also attended. City Manager 
P. A. Lewis spoke briefly. 





* * * 
Detroit.—Eight nominees for directors 
of the Qualified Life Underwriters, to be 
elected at the annual meeting in June, 


are being voted on by mail. Retiring 
directors renominated are C. P. McLain, 
Equitable of New York; H. C. White, 
Connecticut Mutual; R. E. Stringer, State 
Mutual, and A. P. Steler, Mutual Benefit. 
New nominees are M. L. Woodward, 
Northwestern Mutual; A. J. Hanson, New 
York Life; Donald Machum, Manufactur- 
ers Life, and R. P. Innes, Great West. 
* * * 

Utah.—The final regular meeting of 
the season was held at Salt Lake City. 
Franklin Riter, attorney, discussed re- 
cent United States Supreme Court deci- 
sions, and C. R. Marcusen, manager Pa- 
cific National Life, reviewed the associa- 
tion’s activities the past year. Officers 
were nominated and the election will be 
June 12. 

* * * 

South Bend, Ind.—A sales conference 
is being held this week. T. M. Ryan, 
South Bend, manager Sun Life of Can- 
ada, will preside, and speakers will in- 
clude P. R. Speicher, Indianapolis. 


* * * 


Missouri.—The mid-year meeting will 

be held at St. Joseph, Mo., Oct. 18. 
* *K X* 

Boston.—John Hughes has been ap- 
pointed executive secretary to succeed 
A. H. Lythgoe, resigned, and Miss Elsie 
Shedden assistant. Mr. Hughes has been 
Boston manager of the General Exchange 
Insurance Corporation and was formerly 
in the home office of the Indemnity of 
North America. The association will no 
longer call on general agents for a sus~ 
taining fund and dues of members Will 
be reduced from $12 to $8 per year. 

C. Vivian Anderson, president National 
association, made his first official aP- 
pearance in New England here. speaking 
on wills before 350 life men, and to 300 
more the following day in Springfield. 

*x* * * 

Hamilton, Ont.—A summer sales clinic 
is being held May 25 under auspices of 
the Hamilton association. G. H. Daw- 
son, C. L. U., of the Mutual Life in Ham- 
ilton, chairman of the board of the Life 
Underwriters Association of Canada, will 
extend greetings from the Dominion 
board, J. G. Stephenson, C. L. U., super 
intendent of ordinary agencies London 
Life, will speak on “Life Insurance as 
Well Managed Property;” Dr. J. M. ~ 
ingston, medical director Mutual Life ° 
Canada, Waterloo; on “Substandard In- 
surance;” Jack Leith, secretary old ow 
pension board, Hamilton, on —— 
ency in Old Age;” H. P. Wanzer, Cana “ 
Life, Hamilton, on “Selling Retiremes 
Plan.” In the afternoon William Mayall, 
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assistant manager North American Life, 
Hamilton, will speak on “Financial In- 
gependence Week and the Underwriter;” 
H. B. Berwick, supervisor of field service 
Manufacturers Life, Toronto, on “The 
Magic of Life Underwriting.” A playlet, 
“fhe Agent’s Looking Glass,” will be 
given. J. lL, Fraser, Sun Life, Hamilton, 
will follow with a talk on “Prospect- 
ing;” C. W. Coombs, Confederation Life, 
Hamilton, on “Selling the Salary Contin- 
uance Plan,” and S. G. Baggs, manager 
Great West Life, Hamilton, on “The 
value of System in Business.” 
* * * 

san Francisco.—The ten weeks course 
of lectures on practical life underwriting 
was concluded by J. A. Sullivan, man- 
ager of the Equitable of New York, with 
a discussion on annuities. 

* * * 

Indianapolis.—At a joint meeting of 
the Indianapolis association and Indian- 
apolis C. L. U. chapter resolutions were 
passed on the death of Ward H. Hackle- 
man, general agent Massachusetts Mu- 
tual and a past president of the associa- 
tion. 

* Kk * 

Galveston, Tex.—S. R. Hay, Jr., of 
Houston, agency secretary Great South- 
ern Life, speaking on “Annuities,” said 
the trend everywhere appears to be 
toward annuities, since that is a form 
of investment which provides the maxi- 
mum safety and can not be outlived. 

* * * 

Davenport, Ia.—Merle Van Epps, Penn 
Mutual Life, will be the next president 
of the Davenport association. Other 
officers proposed by the nominating com- 
mittee, who will be elected at the annual 
meeting June 9, are as follows: S. W. 
Sanford, first vice-president; J. L. Cope- 
land, second vice-president; C. A. Lay, 
secretary; Richard LeBuhn, treasurer; 
Paul Otto and Karl Madden, executive 
committee, and A. W. Van Houten, state 
committeeman. 

* * * 

Buffalo, N. Y¥.—W. B. Smith, New York 
Life, has been elected president, succeed- 
ing L. C. Roth, Mutual Benefit. R. A. 
Scott, Equitable of New York, and C. S. 
Hemberger, Home Life, are vice-presi- 
dents; C. S. Fegley, New England Mutual, 








treasurer, and E. R. Franklin, Massa- 
chusetts Mutual, continues as secretary. 

New directors are J. W. DeForest, 
Aetna Life; Mr. Fegley, J. F. Meier, 
Northwestern Mutual, and B. G. Tallman, 
Jr., Travelers. 

* * x 

Peoria, Ill—J. W. Ross, Mutual Bene- 
fit Life, has been elected president, suc- 
ceeding W. M. Lateer of the John Han- 
cock Mutual. C. W. Reuling, Massachu- 
setts Mutual, becomes first vice-presi- 
dent; Dr. J. H. Pearce, Connecticut Mu- 
tual, second vice-president; C. E. Thomp- 
son of the Connecticut General, secre- 
tary-treasurer. New members of the 
executive committee are Mr. Lateer, H. 
Cc. Portwood, Bankers Life, and G. C. Fan- 
ning of the Metropolitan. J. B. Scott, 
Prudential, Harold Schenke, New York 
Life, D. S.. Anderson, Northwestern Mu- 
tual, and L. O. Schriver, Aetna Life, re- 
main on the executive committee. E. C. 
Fisher, superintendent of schools, pre- 
sented a layman’s view of life insurance. 

* * * 

Akron, Ohio— At the annual meeting 
the following officers were elected: Presi- 
dent, N. R. Smith, Jr., Guardian Life; vice- 
president, J. T. Kimberly, Prudential; 
trustees, J. I. Thompson, American Cen- 
tral; C. C. Lake, Travelers, and H. S. Coil, 
Mutual Benefit; national executive com- 
mitteeman, John H. Geer, Lincoln Na- 
tional. Past-President E. C. Noyes be- 
comes state delegate and remains a mem- 
ber of the board of trustees. E. L. Ship- 
ley, general agent Central Life of Iowa, 
has been made an honorary member in 
recognition of his lengthy and continu- 
ous membership. 

* * 

Birmingham, Ala.—A special called 
meeting will be held May 26, when W. 
W. Klingman, vice-president Equitable 
Life of New York, will speak. Officers 
will be named at the June meeting. 

A resolution has been adopted on the 
death of R. P. Davison, chairman of the 
board Liberty National Life. 

* * x 

St. Louis.—H. J. Cummings, vice-presi- 
dent and superintendent of agencies 
Minnesota Mutual Life, was scheduled as 
speaker at this week’s meeting. 








GENERAL AGENCY NEWS 





Agents Launch Organization 





Nelson & Blackmur Office of the Mas- 
sachusetts Mutual in Boston Has 
Salesmen’s Association 





The agents of the Massachusetts Mu- 
tual Life in ‘the Nelson & Blackmur 
agency in Boston have started an or- 
ganization called the “Agents Associa- 
tion of the Nelson & Blackmur Agen- 
cy.” The plan was carried out in the 
general agencies at Rochester and St. 
Louis the last year or so and has proved 
successful. The Nelson & Blackmur 
organization of agents started Jan. 1. 
Its plan is to give the general agents 
full cooperation in planning their agency 
meetings and promoting the welfare of 
the agency as a whole. The officers 
and executive committee meet once a 
month or oftener as the occasion re- 
quires. The general agents are called 
in for conference and suggestion. Ideas 
tor the progress of the agency as a 
whole are presented by both sides. The 
general agents as well as the agents are 
strong for the organization. M. L. 
Buchanan is president; Paul Blackmur, 
vice-president; H. E. Jobes, secretary. 
In addition R. W. Partridge and R. S 

adlock are members of the executive 
committee. 





Lincoln National Leaders 


H.C. Lawrence, general agent of the 
Lincoln National Life at Newark, N. 
J, led all other field men in the pro- 
luction of new paid-for business for the 
frst quarter of 1934. Morris Fishman, 
eneral agent in Detroit, held second 
Place, and L. C. Mascotte of O’Rourke 
& Co, Fort Wayne, was third. H. G. 

arvel, Gary Ind., held fourth place, 
and Ray Saunders, Port Arzhur, Tex., 
Was fifth, Leading agencies in paid 
usiness for the first quarter were O. D. 





Douglas Agency, San Antonio, Tex.; 
northern Indiana agency of Fort 
Wayne, and the southern California 
agency of Los Angeles. Leading states 
in paid business were as follows in the 
order named: First, Indiana; second, 
Texas, and third, Illinois. 


Shirley Adds to Staff 


F. A. Wesley, former president of the 
Pittsburgh Life Underwriters Associa- 
tion, has been appointed sales director 
at Pittsburgh for the New England Mu- 
tual Life, according to J. T. Shirley, 
general agent. W. J. Reid has been 
named as an associate. Mr. Reid is a 
former secretary of the Pittsburgh asso- 
ciation. Mr. Shirley has expanded his 
office quarters in the Clark building as 
well as his personnel as the result of a 
44 percent increase in business in the 
first quarter. 

George L. Hunt, vice-president New 
England Mutual, spoke at a sales con- 
gress of the Shirley agency. 


Iowa Agents Gather 


Eighty Iowa agents of the North- 
western Mutual Life held a sales con- 
ference in Des Moines. Sessions were 
in charge of Fred Repass, Waterloo, 
district agent. Special sales plans were 
discussed by W. R. Chapman, assistant 
director of agencies, from the home of- 
fice. The Iowa business of the com- 
pany increased 72 percent in the first 
four months. 


Hill at Kansas City 
KANSAS CITY, MO., May 24.— 
Grant L. Hill, agency director of the 
Northwestern Mutual Life, spoke to 60 
agents from western Missouri and east- 
ern Kansas here. H. Poindexter, 


assistant director of agencies, was also 
present. 


LINCOLN 


birthday drive. 








An All-Time Record for business 
written and applications taken in 
any one day of the Company's 


history was set by field men of THE 


NATIONAL 


LIFE INSURANCE COMPANY of 
Fort Wayne, Indiana, on May Ith, 


1934, during President Hall's 


* * * 











* GUARDIAN LIFE * 


". NEWS .- 


New AUTOMATICS Called “Prize-Winner”! 


* 


The Guardian Life’s new AUTOMATICS fit to- 
day’s conditions like the skin on your hand! Men 
want maximum protection now, but they. want to° 
pay as little as possible for it. The new: AUTO- 


MATICS provide for’ this. 


They build a bridge 


between today’s pocket-book and tomorrow’s. They 
are real sales-getters for the alert underwriter. 


AND THAT JUST STARTS TO TELL THE 


STORY! 


James Elton Bragg, Manager, JAMES 


ELTON BRAGG AGENCY, New York City, calls the 
new Automatics contract ‘‘a prize-winner in my 
Agency’’. First introduced in January of this year, 


it is already a big success! 
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Our General Agents 
Are Content 








They have a feeling of security which is the 
result .of permanent building. 


Our Home Office School, field training 
system, circularization methods, complete pol- 
icy kit, and liberal contracts insure the perma- 
nent success of agencies. 


We are particularly interested in further 
development in lowa, Ohio and Pennsyl- 
vania. If you are interested, we invite your 
correspondence. 
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What's That About A Prophet 
in His Own Country? .. . 
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GREENSBORO LIFE INSUR- 
ANCE BUSINESS. 

The Pilot Life Insurance com- 
pany, as has been reported in the 
news columns, completed 1933 with 
a@ gain of insurance in force. Very 
few of the 300 life insurance com- 
panies in this country. are able to 
say as: much. The obstacles to 
progress of all business affected one | 
of these insurance concerns much 
as it did another. Our community | - 
was subjected to strains and stresses 
most of us felt to be outside the 
common experience, and- certainly 
its experience was amongst. the 
most severe. The Pilot’s achieve- 
ment: becomes highly distinctive. 








J. M. WADDELL 
Agency Manager 


EMRY C. GREEN 
President 


We reproduce an editorial from the Greensboro Daily News. 


PILOT LIFE: 


INSURANCE COMPANY 
Greensboro, North Carolina 











NEWS OF THE FRATERNALS 





Explains New Canadian Law 


Assistant Insurance Superintendent 
Paradis of Quebec Addresses Fra- 


ternal Gathering in Toronto 


Quebec law governing mutual benefit 
associations has been considerably 
broadened by act of the last legislature, 
J. A. Paradis, assistant superintendent 
of insurance of the province, explained 
at the Canadian fraternal association 
meeting in Toronto. An amendment, 
he said, will eliminate useless and com- 
plicated requirements relating to the 
open contract issued by societies. In the 
past societies were required to print on 
the face of the contract the reference 
number of statutes or rules affecting 
policies, and to deliver to members a 
copy of such statute or rules then in 
force. 

These requirements apparently served 
good purpose 25 years ago, but never 
gave the intended protection to mem- 
bers and often caused heavy additional 
expense to societies, especially in cases 
where heirs of a deceased member took 
action in court. 

Reference numbers printed on certifi- 
cates delivered ten or 20 years ago in 
many cases have nothing to do with the 
same reference numbers in constitution 
and by-laws subsequently. 


Requirement Was Onerous 


The old law requirement that a copy 
of constitution or by-laws should be 
delivered to a newly admitted member, 
often worked hardships on societies. It 
was found easy for head officers to send 
to local officers a copy of the constitu- 
tion to be delivered to new members 
with certificates, but not so easy to con- 
trol fulfillment of the legal formality. 
The society was responsible for failure 
to comply with a requirement over 
which it had no control. [t was easy for 
a member or his beneficiary some years 
later to deny receipt of the copy. 

Under the amendment, instead of set- 
ting out full terms or conditions of the 
contract, a society may print on the 
face the statement that the certificate 
is subject to the constitution or by-laws 
of the association in force or which will 
be in force in future, and entitling the 
member on application to have a copy 
of such by-laws. 


Gleaners Well Ahead 


The Gleaners this year up to April 23 
had written 2,264 applications for $2,003,- 
700 on adults, compared with 1,008 ap- 
plications for $901,600 in the same pe- 
riod last year, and 1,041 juvenile appli- 
cations for $477,000 against 838 applica- 
tions for $358,000 in the same period last 
year. Paid production in April was ap- 
proximately $750,000. 


Patrick Succeeds Wuennenberg 


N. E. Patrick, prominent attorney of 
Indianapolis, has been appointed su- 
preme treasurer of the Catholic Knights 
of America, St. Louis, succeeding H. J. 
Wuennenberg. Mr. Wuennenberg re- 
signed to take another position. Mr. 
Patrick has been a member of the su- 
preme board for 12 years and vice-presi- 
dent for ten years. 


Lutheran Brotherhood Gains 


The Lutheran Brotherhood will hold 
its annual convention in Minneapolis 
Aug. 29-Sept. 1. The qualification pe- 
riod ends June 1. Adult issued business 
in April was $601,550 and juvenile is- 
sued, 160 certificates for $25,835. The 
increase in adult business was $251,935 
or 72 percent. For the first four months 
50 percent increase is shown. 


George B. Patten, London, Ont., dis- 
trict manager of the Monarch Life, died 
there after an illness of several months. 





———_ 


Lutheran Mutual Aid Results 


Officers Report Substantial Progress a 
Convention Held in 
Columbus, O. 


Insurance in force May 1 in the Luth. 
eran Mutual Aid of Waverly, Ia., was 
$34,515,929, a gain of more than $900. 
000 since Jan. 1, officers reported at 
the convention in Columbus, O., May 
23. President O. Hartwig reported that 
since the last convention in June, 1931, 
licenses were obtained in New York 
and Maryland, and the society is apply- 
ing for entry into New Jersey. The 
society has shown progress this year 
in insurance in force, number of local 
branches and memberships, assets and 
resources, he said. The field force stood 
up loyally and well through the depres- 
sion. 

Secretary W. G. Voecke reported 
gains in force, favorable mortality ex- 
perience of 35.11 percent of expected 
under American Experience table in 
1931, 33.34 percent in 1932 and 35.5 per- 
cent in 1933; solvency ratio of more 
than 115 percent maintained during the 
last three years. 

Treasurer F. P. Hagemann reported 
that on April 30, 1931, the society had 
$2,806,842 in reserve funds and April 
30, 1934, had $4,545,042. The society 
has made 3 percent or more on the in- 
vestment in farms taken under fore- 
closure and managed. He believes in 
future these farms will return 3 to 5 
percent on the amount invested. 





Societies Give Practical 
Aid During Depression 








Fraternal societies by providing social 
relief which is paid for by the people 
who benefit through definite provision 
made over the years, have gone far 
toward mitigating and overcoming the 
economic crisis of the last few years, 
T. Brassard, first general vice-president 
of Societes Des Artisans Canadiens- 
Francais, Montreal, stated at the meet- 
ing of the Canadian Fraternal Congress. 
Direct relief, he said, has, led in many 
instances to laziness and to the belief, 
among those who are fond of a perma- 
nent sinecure, that the relief is due 
them and they claim it as an incon- 
testable right. ; 

He said he is not opposed to charity, 
but it is too often equally painful to 
the one who gives and the one who re- 
ceives. If the charity should be given 
by virtue of legislation on pension funds 
or direct relief it might be worse in 
the long run and produce bad moral 
and social effects. 


Societies Stood the Gaff 


Fraternal benefit societies have stood 
the test of depression firm and unt 
changed. They have remained unim- 
paired due to careful selection of in- 
vestments. They are 100 percent solvent 
and more, he said. Fraternal societies 
did not lose energy looking for causes 
of depression and devising systems © 
recovery. This is not within the scope 
of their activity. Instead they provided 
bread and butter where bread and but- 
ter were missing. 

Many members have been able to 
draw on the reserves laid aside in theif 
fraternal insurance who, except for such 
a system, probably would not have been 
thrifty. The societies organized = 
have conducted, he said, a splendid thri 
school which has been successful in en- 
rolling hundreds of adults and children 
to whom is continually preached the we 
cessity of thrift, and who must depos! 
in their accounts regularly. 


The supreme council of the Royat 
Areanum will hold its annual sess!0 s 
Mackinac Island, Aug. 20-24. 
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AS SEEN FROM NEw YORK 
“— By R. B. MeTTORS SMUTUAL BENEFITS 


OSBORNE BETHEA FETED 


J. Elliott Hall, widely known gen- 
eral agent of the Penn Mutual Life in 
New York City, who retired recently, 
was host Monday to a number of gen- 
eral agents and managers at a_lunch- 
eon in honor of his successor, Osborne 
Bethea. Beside Mr. Hall and Mr. 
Bethea, those who spoke included J. S. 
Myrick, Mutual Life of New York; C. 
D. Connell, Provident Mutual; T. M. 
Riehle, Equitable of New York; F. J. 
Mulligan, presidcnt of the New York 
City Life Underwriters Association; E. 
W. Allen, New England Mutual and 
president of the Life Managers Asso- 
ciation; and L. A. Cerf, Sr., former gen- 
eral agent of the Mutual Benefit Life, 
with whom Mr. Hall was associated 
before becoming a general agent. 

* * * 
SPECIAL LIBRARIES PROGRAM 


The program has been announced for 
the meeting of the Special Libraries As- 
sociation in New York, June 19-23. The 
speakers following the luncheon of the 
insurance group June 21 will be J. M. 
Holcombe, Jr., manager Life Insurance 
Sales Research Bureau, and E. R. 
Hardy, secretary Insurance Institute of 
America. 

The informal discussions will concern: 
How to fill outside requests for general 
insurance information with free mate- 
rial; the book review bulletin; appraisals 
of new books; methods of economizing 
on time consuming jobs; library statis- 
tics which can be discontinued; figures 
kept and used for annual reports. 

ce £ 
JOHN C. McNAMARA’S MOVE 


John C. McNamara, well known life 
insurance man of New York City, for- 
merly general agent of the Guardian Life 
and more recently with the Travelers, 
announces that he will retire from the 
general agency business soon but will 
continue in personal production. 

Mr. McNamara and his brother, W. 
D. McNamara, who has been associated 
with him, will continue with the Travel- 
ers as personal producers in the organ- 
ization which is to succeed the present 
agency. Plans for the new set-up have 
not yet been completed but are under- 
stood to center around a group of the 
present agency's, leading agents. 


HOLDS POLICY LAPSED 


The court of appeals of New York 
has rendered a decision in an interest- 
ing case, involving dispute as to which 
Policy was in force when the insured 
died while in the midst of negotiations 
for the purchase of a policy in reduced 
amount. 

The original policy was for $20,000. 
Sadie Ruckenstein was irrevocable bene- 
ficiary. The policy was encumbered to 
the limit, the third premium was due 
Feb. 14, 1931, and the 30 days of grace 
would expire March 17. 

On March 14 the assured and the 
Metropolitan Life agreed that the com- 
Pany would accept the surrender of the 
$20,000 policy and issue a new policy 
for $5,000 and the assured gave his 
check for quarterly premium on the 
$5,000 policy, delivered the old policy 
to the company and signed the applica- 
tion for the change. The new policy 
was not to go into effect unless deliv- 
ered during the good health of the as- 
sured. 

Sadie Ruckenstein did not consent to 
the change. On April 12 the company 
tendered the new policy and asked 
Sadie Ruckenstein to sign a consent to 
the reduction. 

The court of appeals held that the 
$20,000 policy had lapsed. The husband 
Was agent for his wife, was receiving 
notices of premiums falling due and 
the notice to him was equivalent to de- 
mand upon her that she pay the prem- 
tum. The assured was merely negoti- 
ating for a reduction in the amount of 








policy, to which the beneficiary’s con- 
sent would be necessary before it 
would be effective. Meanwhile, if the 
premium on the $20,000 policy was not 
paid it would lapse, and the premium 
was not paid. 
* * * 
NAMING SPECIFIC BENEFICIARY 


While much has been said and writ- 
ten about the many advantages of nam- 
ing a specific beneficiary to keep the 
proceeds of life policies from going into 
the general estate, the Luther-Keffer 
Agency of the Aetna Life in New York 
City has called the attention of its 
agents to an outstanding actual occur- 
rence, demonstrating this point. The 
case involved $450,000 of insurance. 

The program was properly set up by 
the agent who sold it, but the insured, 
some time later, was badly advised by 
someone else, and neglecting to consult 
the original agent, changed the bene- 
ficiary from his wife to his estate. This WHEN YOU NEED it most, life insurance will be ready 
change was made shortly before the in- 
sured’s death. eng 

Leaving the general estate out of con- to serve you: as a credit index, as an emergency 
sideration, the change threw $40,000 into ‘ 
the gross estate for federal estate taxa- 
tion, raising the estate tax by $3,120; 
threw $40,000 into the gross estate for 
New York State estate taxation, and in needs it most, life insurance swings into action for it 
addition made taxable another $80,000 
which would otherwise have been ex- 
empt from tax, making an additional alone, of all investments, is governed by events and 
New York estate tax of $2,400. Five 
co-executors were named for the estate, P 
and as the law allows co-executors mul- not by time. 
tiple fees up to three times the single 
fee, the proceeds were subjected to 
triple executors’ fees of $27,060. 

os average estate of this size, le- 
gal fees, court costs, etc., amount to 
at least 2 percent of the principal T ba E M U T u A iL B E N E F i T 
amount, the estimated cost of this item 
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reserve fund, as a retirement fund. When your family 


being, therefore, $9,000. LIFE INSURANCE COMPANY 
The total of these losses amounts to 
$41,580, directly attributable to the sim- 300 BROADWAY, NEWARK NEW JERSEY 


ple act of naming the estate as the ben- 
eficiary rather than the wife. Further- 
more, it subjected the entire proceeds 
to the claims of creditors of the de- 
ceased, their claims having priority over 
those of the wife. 

The Luther-Keffer agency strongly 
urged that agents keep in close touch 
with their clients and make sure that 
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their policy arrangements are sound, and Organized 1850 In the City of New York Non-Participating Policies Only 
— = convince = so Over 80 Years of Service to Policyholders 

strongly of the correctness of the ar- 

rangements that they have made for Good territory for pervonal producers, under direct contract 

them that they cannot be upset by self- HOME OFFICE: 156 Fifth Avenue, New York City 

















seeking advice from other quarters. 








Modern Plans of Protection 
Attractive Term Contracts 


Term to Age 65 
Five and Ten Year Term 


Initial Term for 2, 3 and 4 years, followed by selected Life and 
Endowment Plans 


These Term Contracts provide maximum protection at minimum cost. 


Atlantic Life Insurance Co. 
RICHMOND, VIRGINIA . 


Angus O. Swink William H. Harrison 
President Vice-Pres. & Supt. of Agencies 
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Opportunity for managers 


For qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 


Desirable Territory 


30 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 


and double indemnity. 


If you are interested in a manager's contract that 


offers a real opportunity write 


S. M. Cross, President 


Columbia Life Insurance Co. 


Cincinnati, Ohio 














$100.00 A YEAR BUYS 


FINANCIAL FREEDOM 


With this new Dominion Life Pension Bond you 
can retire at any age from 45 to 70 on a guar- 
anteed monthly income for life. 


<” fy 


fees 


For full details—without obligation—write 


ex [DOMINION LIFE 
ASSURANCE COMPANY 


LANSING - -- --80Ol OLps Tower Bxbo. 
DETROIT - - - 2724 UNION GUARDIAN BLDG. 











Men Wanted — Reliable and Trustworthy Men To Sell 


Better Selection, Training 
of Agents Needed in Field 


(CONTINUED FROM PAGE 3) 


stay in the business year after year 
when they are not fitted for it. Buy- 
ers of life insurance have the right to 
expect that the agents who serve them 
shall be successful and able. The com- 
panies and the general agents and man- 
agers have that same right. 

“IT believe that most of the agents in 
the business today want more direction, 
more supervision and leadership than 
we have given them.” 


Lackey Unable to Attend 


T. F. Lawrence, manager Reliance 
Life in Chicago and former chairman 
of the division, presided in the absence 
of E. B. Dudley, who is on vacation. 
George E. Lackey of Detroit was 
scheduled to give the address, but was 
unable to be present owing to illness. 

Walt Tower, managing director Chi- 
cago association, made a proposal which 
was adopted that the division hereafter 
hold its monthly luncheon meetings in 
the Sherman hotel, where the Chicago 
association headquarters are located. 
W. M. Houze, general agent John Han- 
cock, told of radio broadcasts and ad- 
vertisements of the Better Business Bu- 
reau of Chicago, warning the public 
against policy twisters. This campaign 
has helped greatly. Some of the worst 
twisters in the city are on the run. 

C. B. Stumes of Stumes & Loeb, gen- 
eral agents Penn Mutual, who is chair- 
man legislative committee, told of bills 
passed to permit including the aviation 
rider in policies in Illinois, to place re- 
strictions on non-resident licenses, and 
also including a garnishment bill which 
failed a year ago. 


A. L. C. Committee to Select 
Successor to Judge Elliott 


(CONTINUED FROM PAGE 3) 


the fall of 1929, being introduced at the 
annual meeting held in Cincinnati early 
in October that year. This was three 
weeks prior to the famous stock market 
crash. Hence Judge Elliott has been 
at the helm during the years of depres- 
sion. When he graduated from Har- 
vard Law School in 1923, he practiced 
law in Indianapolis with his father, W. 
F. Elliott, for about a year. Then he 
was appointed chief deputy prosecuting 
attorney at Indianapolis. He was on the 
superior court bench at Indianapolis 
when elected to his present position. 
Both his father and his grandfather 
Judge Byron K. Elliott, the elder, were 
outstanding figures in Indiana leading 
circles. His grandfather was chief jus- 
tice of the Indiana supreme court. 

Judge Eliott did part of the editorial 
work on “Elliott on Roads and Streets” 
and the supplements to “Elliott on Rail- 
roads” and “Elliott on Contracts.” His 
father and grandfather were also the 
authors of Elliott’s “Work of the Ad- 
vocate,” “Appellate Procedure’ and 
“General Practice,” books that are 
widely cited by the higher federal and 
state courts. 


Fraternals to Advertise 
“Insurance With a Heart” 


(CONTINUED FROM PAGE 3) 


monthly bulletins to executives of par. 
ticipating societies showing how to cap. 
italize on the program, direct mail ad. 
vertising ideas, radio continuities, news. 
paper advertisements. 

The campaign will be directed from 
Indianapolis. The board of the society 
will select an executive committee of 
three men, the president of the society 
being chairman. There will be a mer. 
chandising committee of five men, pub- 
licity committee of five men and 4 
membership committee of 20 men. A 
man experienced in diversified publicity 
programs will be in charge. C. J. Pet- 
tinger of the advertising agency, who 
has been active in organizing and man- 
aging eight outstanding cooperative 
campaigns, will serve as ex-officio mem- 
ber of all committees. 

The societies to participate, it has 
been decided, must be 100 percent sol- 
vent, must be charging adequate rates 
and using a mortality table recognized 
by law. If mortality of 100 percent or 
more is being experienced, a special in- 
vestigation would be made. 


Subscription Quota Basis 


The subscription quota basis has been 
worked out equitably to societies and on 
sound actuarial principles. It has a base 
rate on adult benefit members, plus the 
base rate on adult insurance in force, 
plus base rate on adult premium income, 
the total thus obtained being divided by 
three, giving the annual quota for mem- 
bership, if the society does not have 
juvenile benefit members. Where it has 
juveniles, there will be an additional 
base rate per juvenile member. The 
quota will be based on 1933 figures and 
will be the same for each of the four 
years of the campaign. 

The only person to receive any re- 
muneration for his work will be the pub- 
licity man managing the campaign, offi- 
cers, directors and members of the so- 
ciety contributing their services free. 

he entire campaign has been most 
thoroughly worked out and it is felt its 
success is assured. 


Southland Life’s Convention 


Dallas Company Has Big Celebration of 
Its Silver Jubilee Anniversary 
at Home Office 


The Southland Life of Dallas held its 
25th anniversary convention this week, 
there being 300 agents present. The 
company provided various forms of en- 
tertainment for the agents and _ their 
wives. Neil Wright of Lubbock was 
presented with a silver loving cup, he 
having been the second agent under con- 
tract 25 years ago. This cup is given 
each year to the most efficient agent. 
A. C. (Tex) Bayless, million dollar pro- 
ducer for 15 years at Houston, chal- 
lenged Mr. Wright’s efficiency and to 
prove the point exhibited an applia- 
tion he had written for Mr. Wrights 
own son two hours previously. 


oo | 


The United Six-Way Protection Contract 


All in ONE POLICY: 


1. IF YOU LIVE TO AGE 65—it will pay you $5,000. Research Bureau Leaders > : 
2 IF YOU DIE BEFORE AGE 65—it will ose your family $5,000. agers and agents. President Harry 


3. - Te ACCIDENT should occur to you—it will pay your to Hold California School oes s, the annual address. a 
+ om at outhla ife i great in- 

4. IF CERTAIN FATAL ACCIDENTS should occur to you—it will pay your poo meg of oo Pigg Bosal ga <= Wey 
(CONTINUED FROM PAGE 7) — lle 


family $15,000. * 

5. IF ACCIDENTAL INJURY should totally incapacitate you—it will pay highly regarded. 
5 Santa Barbara school Mr. Kenagy will 

return to Hartford by way of Denver. 


you $50.00 per WEEK for 52 WEEKS, and $25.00 per WEEK thereafter. 
This pays for ONE DAY, ONE WEEK, ONE YEAR or for LIFE. Gaunnenbne 
ett entre ne onl L. S. Morrison is the fourth member Leading Causes of Death . 
of the bureau staff who will go to Cali- The five leading causes of death ™ 
6. IF YOU BECOME TOTALLY AND PERMANENTLY DISABLED—you fornia. He is considered one of the| the United States registration area i 
wil} be relieved of the necessity of poking, oY ‘further premium oe; outstanding experts on financial super-| order of frequency are heart diseast, 
posits, Then a e you w receive ’ , gust as ough you ha isi i j ia 
continued to make deposits yourself. In the event of your prior death peng sg ge —— > oe = pr conor. cerebral hemorrhage, ——. 
the FULL FACE VALUE of the Policy will be paid to your family. oom ‘Hl r. “4 combe, aiter t “A sc and chronic nephritis. Next come 
and will make one or more cost analy- losi d idents. The registra 
GENERAL AGENCY AND DISTRICT MANAGER OPPORTUNITIES F culosis and accidents. e 
AVAILABLE. ses for agencies in that state. area includes all states except Texas 


and Utah. 


There were five business sessions 
when talks were made by officers, mat- 


IN ADDITION: 


Write—Agency Department 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 
Concord, New Hampshire 


M. J. Sleet, Owensboro, Ky., manager 
of the Atlantic Life, has_ been elected 
business manager of the West Kentucky 


a amlOt 
. h, medical adviser 0 
Industrial College, Paducah. Dr. George Chure' n 


the Montreal Life, is dead. 
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New Deal Limits 
Investment Field 





(CONTINUED FROM PAGE 1) 


Mr. Rydgren gave an unusually fine 
exposition of sound investment prac- 
tices. The requirements of life com- 
pany investments are: (1) They should 
be in securities promising a fixed num- 
ber of dollars; (2) liquidity require- 
ments are that a company be prepared 
to convert a small proportion of invest- 
ments into cash in severe business de- 
pressions, and have a further portion 
readily convertible into cash to main- 
tain public confidence; (3) competition 
requires that a company earn as high 
an interest rate as its chief competitors, 
not less than the 3 percent or 3% per- 
cent reserve basis; (4) investments 
must be of a kind whose valuation does 
not greatly diminish in depression. 


Draws Some Conclusions 


He concluded that except for a small 
percentage of funds which may be in- 
vested in preferred stocks, the funds 
should go into bonds and first mort- 
gages. Proper proportion of these is 
vital, as too high a ratio of mortgages 
causes the company to suffer in depres- 
sion time, and too high proportion in 
bonds can cause lower net yield during 
the long periods of normalcy. 

Mr. Rydgren said that, if permitted 
by law, a small proportion may be in- 
vested in preferred stocks to enjoy rela- 
tively high yield in that field; substan- 
tial proportion should go into bonds to 
have securities which can be sold in de- 
pression to realize cash, and all other 
funds, if practicable, should be invested 
in mortgages, so long as the net rate, 
after allowing for somewhat higher in- 
vestment expense on mortgages, is 
higher on mortgages than on bonds of 
equal security. 

It is difficult to determine the proper 
proportions, he said, but the safe thing 
for the small company is to follow gen- 
eral practice. Mr. Rydgren suggested, 
roughly half the assets, other than pol- 
icy loans, go into mortgages and the 
remainder in bonds and_ preferred 
stocks, the latter item being a relatively 
minor part. 

Diversification is essential, by kind 
of business, by individual corporation 
in each kind of business, and geograph- 
ically. 

Discuss Mortgage Loans 


George Skelton, comptroller of the 
Connecticut. General and president of 
the association, presided in the Chicago 
meeting, and R. O. Fowler, superin- 
tendent mortgage loan department of 
the same company, was general chair- 
man and led off discussion with a paper 
on control of insurance and taxes on 
Properties owned and mortgage loans. 
Secretary F. L. Rowland, one of the as- 
sociation’s founders and secretary Lin- 
coln National Life, took active part. 

A. Murphy, secretary mortgage 
loan department Lincoln National, dis- 
cussed home office and field organiza- 
tion of the small and medium-sized 
Company for handling mortgage loans 
and properties owned. After lunch, H. 
F. Chadeayne, secretary General Amer- 
ican Life, took up home office control of 
ranch loan offices and correspondents; 

- F. Hagerman, auditor Minnesota 
Mutual, accounting methods and rout- 
Ine for handling other types of invest- 
ments than mortgage loans and prop- 
erties owned. There was a discussion 


conference on collection of delinquent 
interest, 


Program the Second Day 


C. Re Gleason, Foreman Trust Com- 
Pany, Chicago, discussed property op- 
atin and management the second 
rw J. F. Smith, assistant manager 
a Life’s farm loan office in Bloom- 
ae Ill., control of farm properties, 
& Sor, 3 Stayman, treasurer Western 
‘ Southern Life, home office control of 
City properties, 

_ W. Fosket, assistant treasurer 
quitable of Iowa, took up accounting 





for income from farm and city prop- 
erties; Alexander Eulenberg, consulting 
accountant and lecturer Northwestern 
University, control records and auditing 
of city property income and expenses; 
A. O. Merriam, vice-president Franklin 
Life, methods of compiling investment 
information for annual statement. <A 
paper by M. W. Wilder, Jr., treasurer 
Mutual Benefit, on control reports for 
mortgage loan and property supervision, 
was read in his absence by H. J. Diefen- 
dorf, assistant treasurer of that com- 
pany. 

Generally, it appears there has been 
marked improvement in collection of 
rents, renting and even sale of real 
estate, especially of farms in the cot- 
ton and rice belt, largely due to federal 
aid in that field. Property management, 
it was deemed, had been slipshod up to 
the time large blocks of properties fell 
into the hands of life companies and 
banks, since which time the manage- 
ment has been put on a much more 
efficient basis. 


Commissioners’ Response to 


Federal Supervision Idea 


(CONTINUED FROM PAGE 1) 


duct their activities through the mails 
of the United States. At the present 
time this department is doing every- 
thing within its power to discourage 
citizens of this state from dealing with 
such concerns. The local press has co- 
operated with us in giving space to our 
views. Whether or not we can con- 
trol the situation in this manner re- 
mains to be seen. 

“We do feel that such bills, intro- 
duced into Congress, as H. R. 6902 by 
McSwain and H. R. 7799 by Cartwright 
are of infinite value. As soon as we 
learned of these bills we communicated 
immediately with our congressional rep- 
resentatives asking their sympathetic 
consideration.” 





* x 
Cochrane of Colorado 


Jackson Cochrane, Colorado, opines: 
“The broad statement that state su- 
pervision has been satisfactory is not 
altogether convincing. That national 
supervision would be an improvement 
is, of course, a mere conjecture. The 


Miss Fanny Rosenfeld, superintendent 
of the London Life at Toronto and for- 
mer Canadian Olympic star, has been 
appointed coach of the Canadian girls 
track and field teams which will com- 
pete in the British Empire games this 
year. 





great difficulty in the way is there is no 








person in the nation big enough to oc- 
cupy the position. As I see the matter 
the thing to do is to improve state su- 
pervision and the first thing to this end 
is to reconstruct the National Conven- 
tion of Insurance Commissioners.” 

4 (42 


Experience in Quebec 


B. Arthur Dugal, Quebec, writes: 

“You are probably aware that in the 
last 17 years this province challenged 
federal supervision before the privy 
council of England three times, and 
each time judgment was rendered in 
favor of this province. You are also 
probably aware that the federal govern- 
ment has lately amended its three in- 
surance acts, so as to make them privy 
council appeal proof. Personally, I 
think that if the new bills are sanctioned 
90 percent of the ultra vires federal en- 
actments on the control of insurance 
will be removed. It still remains to be 
seen what we can do with the remain- 


ing 10 percent left in force.” 
*s £ 
Finds Ideas Are Sound 


Harlan Justice, deputy commissioner 
of West Virginia, has this to say: 

“T think that President Cox has ex- 
pressed the opinion held by the ma- 
jority of people in the insurance busi- 
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INSURANCE SALESMEN 


How would you like to make 


UP TO $200.00 WEEKLY? 


While scores of ordinarily profitable insurance deals have offered 
salesmen only a bare existence in the past few years, NATIONAL 
AID Representatives have PROSPERED. Yet, 99% of them had no 
previous insurance selling experience and most of them had never 
before sold anything in their lives. : 

If National Aid Life can make $30 and $40 a day for the ordinary 
man, what a profit opportunity it holds for men like you, who are 
experienced insurance salesmen! If you are making less than $200 a 
week, investigate NATIONAL AID at ONCE! 


New Old Line Legal Reserve Life Contract Backed by 
$100,000. IN U.S. GOVERNMENT BONDS 


In addition to the protection offered by its thousands of established 
policyholders, National Aid Life is today backed by a deposit of 
$100,000, held as security by the state, to insure full payment of 


every just claim. 
Easiest Selling Ever 
Exclusive Life Policy Features 


Think of offering your customer convertability clauses, income 
a life policy in an Qld Line for life and other features of 
Legal Reserve Company at this policies costing many times as 
amazing low cost — a contract much—a policy written to sell 
that pays cash benefits up to under present day conditions. 
$1,000 for death, that contains ‘Pall In”—INVESTIGATE! 
National Aid Representatives are 
Read these Features: money makers! Join their ranks 
too! 


1. Old Line Legal Reserve and you'll make money 
Policy Today mo are tomet a 

4 Low P i Regard- to identify yourse with the 

. sop i sieaebiiniog LEADING COMPANY in its 


fieli—a connection you can be 
proud of—a connection that will 
get an audience for you on prac- 
tically every call you make, and 
that will pay you bigger profits— 
quicker profits than you’ve ever 
made before. You can_ start 
without a dime. Mail the coupon 
and find out how! 


3. No Medical Examination 
4. Age Limits 1 to 65 
5. Premium Cost Only $1 Month 


Sell National Aid Life exclu- 
sively, or use it as a “trump 
card’ when you can’t sell an 
expensive policy. You'll make 
money any way you handle it! 
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NaTIonaL Arp LIFE 

Dept. X34, Springfield, Ill. 

Line me up with your “First Rank” 
Money Makers. Rush Specimen Policy, 
application blanks, instructions and 


everything I need to start. No Cost— 

no obligation to me. 

NAME so aos cece scevocasatnakepeasused 

RES ic wewddimiinicaacetegdts cece DEPT. X34 
Ci geccnees weedekexeceas Staté...cce 








NATIONAL AID LIFE 


SPRINGFIELD, ILL. 
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STABILITY .... proven by 
a history of thirty years suc- 
cessful life insurance experi- 
ence; of capable and efficient 
management, and steady and 
consistent growth .... by 
having given at all times the 
fullest protection possible at 
the fairest cost consistent 
with safety .... by having 
pursued a policy of square- 
dealing with its policyholders 
and its agents. 


STRENGTH .... proven by 
total assets of $14,860,977.00 
(Dec. 31, 1933) the largest in 
the company’s history .... 
total insurance in _ force 
$115,048,145.00 a net increase 
in 1933 of $2,363,000.00, one 
of the few companies to show 
a gain. 


SECURITY .... proven by 
ratio of $1.20 in assets for 
every $1.00 of liabilities .... 
this “protection margin” has 
been the same for the past 3 
years... . rated “A” ex- 
cellent. 


AGENTS — If interested in 
representing a company of 
proven stability, strength and 
security, write for informa- 
tion regarding our unique 
contract. 


I. Smith Homans, Vice-President 


COMMONWEALTH 
LIFE INSURANCE CO. 








ness throughout the country and from a 
supervisory standpoint I think he has 
covered the ground in its entirety and 
that his convictions are positively 
sound.” 


New Annuity Tax 
Has Become Law 
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ing such year) until the aggregate 
amount excluded from gross income 
under this title or prior income tax laws 
in respect of such annuity equals the 
aggregate premiums or consideration 
paid for such annuity.” 

The law has «the effect of pushing 
further into the future the day when, 
if the annuitant lives, he would under 
the old law have been forced to in- 
clude the entire amount as gross income 
by reason of having received more than 
the consideration paid originally. 


May Be Unconstitutional 


The tax against the income payments 
made under annuities and endowments 
would be unconstitutional in the opinion 
of many life insurance men who have 
studied this branch, and very probably 
in a test case would be thrown out by 
the United States Supreme Court. The 
3 percent figure was arbitrarily set as 
representing interest return on the an- 
nuity for income tax purposes. It was 
recognized that not all of the payments 
to the annuitant represent interest. 

There is quite a feeling in Congress 

that loopholes through which wealthy 
persons are able to escape taxation 
should be*plugged up. Opponents of 
the bill, however, contended that it was 
unjust to persons of moderate means 
who have invested in annuities on the 
understanding that the receipts would 
not be subject to taxation. 
The principal and strongest argument 
against the annuity tax is that the pay- 
ment under an annuity is a scientific re- 
sultant of yield on invested funds and 
repayment of a portion of principal. 
There seems no objection to taxing 
yield, as has been done in the past, on 
payments made after the amount of the 
annuity premium has been repaid, but 
life insurance men consider untenable 
any proposal, no matter how it is 
phrased, to term the principal repay- 
ment income and tax it accordingly. 


Result of Long Study 


The new measure dates back to a 
study by the Hill sub-committee of the 
house ways and means committee last 
summer of methods of preventing avoid- 
ance and evasion of income tax laws. 
This sub-committee recommended post- 
poning of the proposed tax, citing the 
fact that annuity payments are made 
up of part interest and part return of 
capital. It was urged that some amount 
representing a portion of the annuity 
receipts, consisting of interest be made 
subject to the income tax, and that an 
arbitrary rule be adopted that 3 percent 
of the amount paid for annuities should 
be deemed to be interest, this rule to 
apply only to annuity contracts. 
Secretary of the Treasury Morgen- 
thau agreed that the portion of annuity 
receipts representing interest should be 
currently taxed, but felt that the sub- 
committee’s recommendation was not a 
fair allocation between the principal and 
income. 

Senator Pat Harrison of Mississippi, 
chairman of the finance committee, re- 
porting the bill to the senate said the 
committee thought it advisable to con- 
tinue the policy of not taxing any por- 
tion of the amount received from an 
annuity until aggregate amount of pay- 
ments should equal the total amount 
paid for the annuity in cases where the 
aggregate amount received by annuitant 
from all his annuities was not more than 
$500. 

On the senate floor, Senator Felix 
Hebert of Rhode Island proposed to 
substitute for the entire annuity section 
a paragraph which would restore the 
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system in the then law under which 





Considers Actuaries Are 
Not Ultra-conservative 











A prominent eastern actuary com- 
ments upon an article telling of a state- 
ment made before the Chicago Ac- 
tuarial Club that life actuaries have al- 
lowed for factors of safety in their cal- 
culations at every possible point. If 
actuaries had been trained to insert fac- 
tors of safety at every point,” this ac- 
tuary says, “I haven’t met many ac- 
tuaries. They ordinarily have a few, 
but fail to recognize several points of 
danger. 

“When on annuities we use past mor- 
tality experience and do not count on 
improved mortality in the future, we 
overlook one factor of safety. When in 
the face of a fast diminishing interest 
return, we do not count upon a future 
diminishing interest return, we may 
overlook another factor of safety. 


Cites Safety Factors Neglected 


“When because annuities as a whole 
have not been taxed in the past, we as- 
sume that taxation will not be imposed 
in the future, there is still another point 
where we are not particularly conserva- 
tive. When, with a relative handful of 
annuities, we have not been concerned 
with allocation of expense with any ex- 
actness and we assume that in the fu- 
ture this will continue to be true, there 
is another slight padding which we ig- 
nore. 

“When, because we hope that we have 
taken a sufficient beating in deprecia- 
tion in security values, we assume that 
there will be no similar situation again 
in the future, we are still not particu- 
larly conservative. 

“Neither do I think that in group an- 

nuities the companies have been espe- 
cially conservative in their present rate 
schedules, nor that with the necessity 
for safety factors quite obvious today, 
we have let too many of them worry 
us at the moment. 
“I expect to see annuity rates go to a 
3%4 percent basis, and with a slightly 
higher loading in the future, and I con- 
sider the present rate still something of 
a bargain for any purchasers.” 








only excess amounts received as annu- 
ities over aggregate premiums paid is 
subject to taxation as income, but this 
was defeated 24-55. 

Senator W. R. Austin of Vermont pro- 
posed an amendment to raise the ex- 
emption from $500 to $1,000 and reduce 
tax from 3 percent to 2, which was re- 
jected without roll call. The senate then 
approved the finance committee amend- 
ment. 

Considered Not Harmful 


Some prominent writers of annuities 
feel that the annuity tax adopted would 
not affect their business, but in fact 
would be an improvement over the older 
method of applying tax against an- 
nuities. It was said that the provision 
that income tax should be applied 
against 3 percent of the annuity pre- 
mium until the aggregate amount 
excluded from gross income equals ag- 
gregate premiums would defer by sev- 
eral years application of income tax 
against the total payments made under 
the annuity. A large portion of annui- 
ties sold falls in the smaller bracket 
which is covered by the $500 exemption. 


The Fremont Mutual Life has moved 
its offices from the Spahr building, Co- 
lumbus, O., into a building on Oak street 
— Grant, which it will occupy exclu- 
sively. 





OLD MAN A. & BE. SAYS: That A. & H. 
Review, published by The National Un- 
derwriter Company, sure is a helping 
hand in business. It has all the latest 
dope in this line of insurance, which 
keeps me up to snuff and keeps me 
humping to get that business. All 
A. & H. men should subscribe. Write 
The National Underwriter Company, 175 
West Jackson boulevard, Chicago, and 
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Lif e Department Advantages 


to Local Agency 


By Albert Dodge 





When writing this article I could not 
help but wonder what your readers 
would say if the subject was “Has a 
Casualty Department a Place in a Local 
Agency?” Yet it was only a compara- 
tively short time ago that this subject 
was quite a question in the minds of 
most agents who conducted a strictly fire 
insurance agency. Now and then you still 
find some of the old school of dyed-in- 
the-wool fire insurance agents who still 
believe that a fire insurance agency 
should tend strictly to the business of 
writing fire insurance only. However, in 
nearly every local agency of any size the 
casualty department contributes a large 
proportion to the premium income. 

In my opinion, development of a life 
insurance department is even more im- 
portant than was the development of a 
casualty department. The general pub- 
lic in the past few years have become 
more familiar with the benefits of life 
insurance not only from the standpoint 
of the benefits in the event of death but 
as a means to provide a cash reserve to 
tide over emergencies and to systematic- 
ally build up an annuity to take care 
of them during the sunset days of life, 
so the public now considers their life 
insurance as a necessary line to carry. 


Leaving the Door Open 
to All-Round Competitor 


It is the duty of every local agent to 
supply the insurance needs of his clien- 
tele and if he is not equipped to supply 
the life insurance needs he leaves the 
door open for another agent not only 
to write the life insurance necessary but 
to secure other lines of insurance which 
were formerly carried by the agent spe- 
cializing only in fire and casualty busi- 
ness. 

In order to properly cover the life in- 
surance needs of the client it is neces- 
sary to discuss with him many things 
of a very personal nature. For example, 
his plans for the education of this chil- 
dren, the amount of monthly income he 
wishes to leave for his family, etc. The 
result of this type of interview is to 








bring the salesman very close to the 
buyer and if this salesman is the local 
agent who handles this client’s other 
lines he makes those lines more secure 
for his office. 

When a local agency decides to organ- 
ize a life department, the manner in 
which such department is organized is 
of the utmost importance and I think 
that where such departments have failed 
the fault lies with the method of organi- 
zation. 


Must Have Specialist 
as the Life Manager 


It is not sufficient to merely make a 
contract with the company and then call 
the agency force together, hand them a 
rate book and state that you are now 
ready to write life insurance and then 
depend upon the individual members of 
the agency force to carry on without 
supervision and cooperation. In fact, you 
can expect very little production of life 
insurance through your present agency 





force, for they are too deeply engrossed 
in the lines they have been writing to 
be converted to really aggressive life in- 
surance selling. 

The first and most important step is 
that of selecting the man who is to man- 
age the department, for on his shoulders 
will rest the responsibility of its success. 
He should be a man of high standing in 
the community who has been thoroughly 
trained not only in the selling of life 
insurance but in the organization side of 
the business. He should be a good per- 
sonal producer, but it is even more im- 
portant that he be a good organizer. 
His first job is to select the company 
which you are to represent and then to 
bring into your organization new men 
whom he will train in the sale of life 
insurance policies. He should be of a 
personality that will inspire the confi- 
dence of his agency force and who can 
encourage them to greater efforts. 

The new men that he brings into your 
organization will be taught that their 
main duty is that of writing life insur- 
ance and that the production of other 
lines is of secondary importance. This 
plan serves a two-fold purpose. It re- 
sults in your life insurance department 
getting under way much quicker than if 
you tried to change your fire and cas- 
ualty men into life men and your office 
soon takes on an atmosphere of life in- 
surance. It also arouses the interest of 








Stress Sales Ability vs. Intellect 





“Success in this business comes from 
ability to sell and not from intellectual 
attainments,” said F. J. Budinger, 
president of the Chicago chapter of C. 
L. U. in opening the May meeting. 
Therefore the subject “How to Close 
Business” was chosen as the topic for 
the meeting. Three members. were 
named to lead off in five-minute talks, 
followed by discussions, the speakers 
being A. S. Ingersoll of the Mutual 
Benefit, Eugene Lyson of the New 
York Life and C. E. Smith of the 
Northwestern Mutual. 

Mr. Ingersoll, who spoke first in 
the open forum, told a story about J. 
Elliott Hall, who made such a great 
success in New York City. After lead- 
ing an agency in Newark, Mr. Hall was 
transferred to the big city. However, 
for six months he failed to click. Then 
one day he told his troubles to L. A. 





Cerf, the general agent, and Mr. Cerf 
took him out to lunch. “Now give me 
a specimen of your sales talks,” said 
Mr. Cerf. 

Mr. Hall delivered a beautiful and 
powerful presentation of the income set- 
tlement plan. hen he concluded Mr. 
Cerf said, “That is splendid. It’s won- 
derful. I wish you would go back to 
the office and write it out for me and 
give me a copy.” Mr. Hall said, “Thank 
you Mr. Cerf. I'll do that.” 

At that Mr. Cerf pushed back his 
chair and pounded the table. “Never 
let a man do that to you,” said Mr. 
Cerf. “You will never sell insurance 
that way. If you get a man as stirred 
up and interested in life insurance as 
you had me,” he said, “take his applica- 
tion or at least get him examined, but 
don’t let him put you off.” 

Mr. Hall started out from that day 





your fire and casualty men much quicker 
by seeing the actual production of life 
insurance in the same office. Heads of 
the local agency should give to the man- 
ager of their life department all possible 
aid and assistance in the selection of 
new men and use their influence with 
their own clients to assist the manager 
to take care of their life insurance needs. 

The department does a great deal to 
keep the sales force on their toes as the 
manager of the department is constantly 
urging his force to greater activity 
through the use of campaigns, contests, 
weekly meetings, etc., and it is interest- 
ing to note that whenever a life insur- 
ance contest is in progress in a local 
agency there is also a noticeable increase 
in the production of fire and casualty 
lines. This fact in itself shows that the 
department is not only valuable from 
the standpoint of profit but that it bene- 
fits all departments in the local agency. 


Life Line More Permanent 
Than Any Other Form 


Another advantage of having a life 
department is that the ‘business placed 
on the books is of a more permanent 
nature than is that of any other line. 
The lapse ratio in a well managed office 
is exceedingly low and the large per- 
centage of the ‘business that stays on the 
books has a stabilizing effect on the 
total premium income of the office. 

The life insurance salesman is con- 
stantly making new contacts and after 
writing life insurance on these contacts 
it is an easy matter to develop their 
other lines. The department makes it 
possible to increase the premiums paid 








and within 12 months wrote $1,200,000. 
His later career of course is well 
known. 

The Chicago chapter of the C. L. U,, 
which started out with 14 members, has 
outgrown its by-laws and plans for new 
regulations were submitted at the meet- 
ing. There are now 75 C. L. U. men 
in Chicago. Qualifications for member- 
ship were simplified, so that a C. L. U. 
degree qualifies for full membership, 
while passage of the examinations, lack- 
ing only the required experience, quali- 
fies for associate membership. 

New officers will be elected in the 
spring, so that they can get their plans 
organized for the beginning of work in 
the fall. The election will be held at 
the June meeting. 














250 Park Abenue, 


North American Reassurance Company 


Life Reinsurance 


New Pork 


Lawrence MM. Cathles, President 

















STRONG 
PROGRESSIVE 


EXPERIENCE 


Representatives desired in MISSOURI, ILLINOIS AND KANSAS TERRITORY 


Over Three-Quarters of a Century of Successful Underwriting 


Our Guarantee for the Future 


p ®° St. Louis Mutual Life Ins. Co. 


St. Louis, Missouri 











THE NATIONAL UNDERWRITER 





May 25, 1934 











ACTUARIES | 








CALIFORNIA 


NEW YORK 














Barrett N. Coates 


COATES & 







114 Sansome Street 












CONSULTING ACTUARIES 


Carl E. Herfurth 


HERFURTH 


437 So. Hill Street 





MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 


































CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1213 
CHICAGO, ILLINOIS 








SAN FRANCISCO LOS ANGELES 
ILLINOIS — = 
udits Investigations 
DONALD F. CAMPBELL FERGUSON, DANIELS & PORTER 


Accountants and Actuaries 
102 Maiden Lane 
New York, N. Y. 


Organization Management 



































L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 








Woodward and Fondiller, Inc. 


Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3-6799 





































Phone Franklin 6559 


J. Charles Seitz, F. A. I. A. 


CONSULTING ACTUARY 
Author “A System and Accounting for a Life 
insurance Company.’ 
Attention tw 
Legal Reserve, Veoheres ae 


226 North ‘le Salle Street 


# Rouci 








Chicago 















INDIANA 


















Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 
































HARRY C. MARVIN 


Consulting Actuary 


















Woodward, Ryan, Sharp, Davis & Hezlett 


Consulting Actuaries 
Jonathan G. Sharp W. Harold Bittel 
Evelyn M. Davis Robert S. Hull 
Edward H. Hezlett John Y. Ruddock 
Partners Associates 








Ninety John St. New York, N. Y. 














OHIO 








CARL J. WEST 
Consulting Actuary 





Life Automobile Casualty 
8 East Broad Street 
Columbus, Ohio 
Organization Management | 








PENNSYLVANIA 








FRANK M. SPEAKMAN 
Consulting Actuary 



























615 Trust Co. 






Consulting Actuary 
Bldg., Jefferson City, 


and 
| 800 Security Building, Kansas City 


307 Peoples Bank Bldg. Meeoctabee 
INDIANAPOLIS, INDIANA Fred E. Swartz, C. P. A. 
E. P. Higgins 
THE BOURSE PHILADELPHIA 
MISSOURI 
ALEXANDER C. GOOD Thanks for saying 














you saw the ad in 
The National Under- 
writer when writing 
advertisers. 


































































PURE PROTECTION 


LIFE INSURANCE 





Is Not Expensive. Estimated Average Annual Cost 
Per $1000.00 Whole Life Policy 


AGE—35—$13.17 


REDUCED TO THIS FIGURE BY AN EARNED DIVIDEND . 


NO CASH LOAN or CASH SURRENDER VALUES 
OR OTHER EXPENSIVE SO-CALLED INVESTMENT FEATURES 


No Winds of Chance—No Sudden Change in the Current of Business 
Affairs Can Affect the Strong Financial Position of This Company 


Excellent opportunity for salesmen—lIllinois, Michigan, Indiana, Missouri. 


NTERSTATE RESERVE LIFE 


Rates: 


10 EAST PEARSON ST. 


American Experience 


4°, + $2.50 I'dg. 
CHICAGO 





For example, John Doe owns his 
home, has an automobile and is em- 
ployed by some corporation—the agent 
has the fire insurance on his home and 
the liability insurance on his automobile 
together with some minor lines. The 
life insurance department makes it pos- 
sible to extend coverage to this man by 
writing life insurance on himself, his 
wife and his children if they are old 
enough, to qualify for regular forms of 
insurance. 

In the case of a corporation the life 
insurance department can procure addi- 
tional income by the sale of group life 
insurance, corporation life insurance, 
stock retirement plans, individual poli- 
cies on the officers of a corporation for 
their personal needs, salary allotment 
plans to enable the employes to buy 
regular forms of life insurance on a pay- 
roll deduction plan and in each case 
where the individual is sold life insur- 
ance there is again the opportunity of 
securing his other lines for your office. 


Albert Dodge of Buffalo is a member 
of the executive committee of the Na- 
tional Association of Insurance Agents, 
and of the executive committee of the 
New York State Association of Local 
Agents. He is also national councillor 
of the New York state association. 


Mutual Benefit Provisions 


Under the Law of Illinois 


There has been an inquiry made to 
Tue NATIONAL UNDERWRITER regarding 
the operation of the mutual benefit as- 
sociation act in Illinois. There is a 
section of the law pertaining to such 
associations. Section 14 provides that 
each association shall accumulate and 
maintain a minimum guarantee fund of 
$1,000 and in addition $1 for each mem- 
ber in excess of 1,000 members. The 
act provided that if such a fund had not 
already accumulated it should be by 
those associations within six months 
from the time the act took effect and 
by every mutual benefit thereafter 
formed within six months from the 
date of its incorporation. If a mutual 
benefit draws on this fund for the pur- 
pose of paying losses and the amount 
be reduced less than that provided for 
in the statute, the deficiency shall be 
restored within six months thereafter. 
Section 10 provides that whenever an 
association shall have been notified of 
any loss which exceeds in amount the 
funds, the president shall convene the 
directors and they shall levy an assess- 
ment sufficient to pay all losses and for 
an amount in excess thereof sufficient 
to maintaiit the guarantee fund. There- 
fore it will be noticed that these mu- 
tual benefit associations are operated 
purely on the post-mortem assessment 
basis. A further requirement is that 
the name and address of the beneficiary 
together with the amount due must be 
stated on the assessment card to the 
member. 


California Deputy Talks 





SAN FRANCISCO, May 24.—S. 
Gundelfinger, deputy insurance com- 


missioner of California, addressed the 
General Agents & Managers Associa- 
tion here on “The Status of Life In- 
surance Associations and Assessment 
Organizations.” The group also ap- 
proved the new constitution of the San 
Francisco Life Underwriters Associa- 
tion which makes their organization a 
part of that association. 


Roy Ray Roberts, State Mutual Life, 
. L. Burford, Continental Assurance, 
and W. H. Moir, Home Life of New York, 
were the prize winners in the blind 
bogey golf tournament held by the Life 
Managers Club of Los Angeles. 





WANTED IN CHICAGO 


Two high class representatives by one of 
the old giant Life companies. Private office 
also fullest possible service given. Maximum 
commission paid. Possibility of promotion. 
Address Y-63, The National Underwriter. 
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They Said We’d 
“Get Burnt” 


When our new Super-Disability policy 
went on the market, so simple was the 
contract, and so free was it from con- 
fusing technicalities and restrictions that 
we were told we'd get “burnt.” 

But we knew we could write a policy 
for accident and health as clean cut as 
the life contract, and we did it. We 
haven’t been burnt, 

Life agents have found it an excellent 
means to complete the protection with 
which to surround their clients. 

Send in the coupon for further infor- 
mation. 


INTER-OCEAN CASUALTY 
COMPANY 


Executive Office 
CINCINNATI-OHIO 

Inter-Ocean Casualty Co. { 

American Bidg., Cincinnatl, Ohlo. 

: acel- | 


Please send me information regarding your 
| dent and health policies. 
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No Better Territory 


No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


F. L. Alexander 
"eae T cesident 
W. R. Smith, Field Vice-President 


LAFAYETTE, INDIANA 


























